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TAXES ON NET INCOME 
ADVOCATED BY JOINT 
ALBANY COMMITTEE 


Committee on Taxation and Retrench- 
ment Has_ Investigated Tax Bur- 
dens On Al! Corporations 





METHOD NOW IS INEQUITABLE 
Report Shows Net Profits Paid in 
Taxes Run High as 25% For 
Marine Companies 
Working strictly independently of the 
insurance neither 
prompted nor influenced by- them, the 
Special Joint Legislative Committee on 
Taxation and Retrenchment of the State 
of New York has prepared a most in- 
teresting report. It is in the nature of 
an exhaustive statistical analysis of 
the tax burden on corporations in this 

state. 

With reference to fire and fire-marine 
writing companies, especially the lat- 
ter, the committee states in its con- 
clusions that it “has found that the old 
method of taxing banks and other finan- 
cial institutions, which has been in force 
for many years, produces very unequal 
results, and proposes that financial in- 
stitutions be taxed by a new method on 
the basis of their net income. This 
will make it possible to treat financial 
institutions with more exact fairness 
as compared with other businesses and 
to correct the injustices which the com- 
mittee’s investigations show now rest 
upon the smaller banks of the state.” 

Bill Will Be Pressed Next Year 

This pronouncement of a neutral or- 
ganization, divorced entirely from the 
business of insurance and_ following 
close upon the increasingly favorable 
consideration given by the Insurance 
Department of New York and the Fed- 
eral Congress at Washington to insur- 
ance pleas that the grossly inequitable 
method of taxation in vogue now be 
changed to a system of taxation upon 
net income only, is one of the most im- 
portant in years upon the subject of 
taxation. It heralds the coming of 
financial relief for the companies 
through the probable introduction and 
passage at the next session of the Leg- 
islature of a bill embodying the recom- 
mendations of the Joint Legislative 
Committee. 

The marine writing companies es- 
pecially, with severe competition from 
insurers in foreign lands long since 
taxed upon the basis of net premiums, 
will be the gainers by whatever favor- 
able action the Legislature may take. 
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(Continued on page 34) 

















First British Insurance Office Established in United States A. D. 1804 


PHCENIX 


ASSURANCE COMPANY LT© OF LONDON 


(ESTABLISHED 1782) 





A Corporation which has stood the test of time! 
140 YEARS of successful business operation. World- 
wide interests. Absolute security. Excellent service 
and facilities. 


UNITED STATES HEAD OFFICE 
100 WILLIAM STREET, NEW YORK CITY 








PERCIVAL BERESFORD, U. S. Manager 

















“The Goodwill of our Agency Force— 
Our Greatest Asset” — 


Strength!! 


Service!!! 





New York City 
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EQUITABLE LIFE 


Insurance Company 
OF IOWA 
Results of 1921 


Insurance in Force.............+-+ $286,934,616.49 
Ate BOGE coo ods kc cco nsasei $ 39,234,839.04 
Ratio of Actual to Expected Mor- 

tality ....ccccceees ewe awa es 34.7% 


68% of all business written since organization 
still in force. 
For information regarding Agencies 


Address: Home Office, Des Moines 


SEVEN NATIONS 
PROTECT FORMER 
N. Y. LIFE INSURED 





That Company’s Arrangements With 


Governments in Territory of 
Former Austrian Empire 


GOT SPLENDID CO-OPERATION 
Negotiations for Transfer Completed 
in Norway, Sweden, Denmark 
and Switzerland 








A few weeks ago The Jastern 
Underwriter printed a short story say- 
ing that Walker Buckner, second vice- 
president of the New York Life, had 
returned from Europe after a long visit 
during which policyholders of the com- 
pany had been protected by a series 
of agreements with the various states 
formerly constituting the monarchy of 
Austria. Because of the interest which 
has been taken in that story, both in 
this country and in the British press, 
The Eastern Underwriter is presenting 
heyewith some further details. 

Dealt With Chief Officials 

It is difficult for Americans not fam- 
iliar with the HKuropean economic situ- 
ation, Versailles treaty, reparation com- 
mission growing out of the peace 
treaty, creation of new states in Central 
Europe, and fluctuations of exchange, 
to form any conception of the immense 
amount of detail, thé innumerable con- 
ferences, and the diplomacy character- 
izing these negotiations. Every move 
made by the New York Life was an 
official move; that is, conducted with 
the responsible authorities of the vari- 
ous governments, generally the heads 
of the insurance departments. These 
officials were keenly interested and de- 
cidedly sympathetic with the desire of 
the New York Life to furnish its policy- 
holders with the prover protection of 
their interests so that the would not 
suffer because of its European retire- 
ment. They were helpful in every way. 
It was necessary amonz other things 


for Mr. Buckner: to appear several 
times before representative of the 
reparation commission, and here too 
he found every evidence of helpfulness 
as well as willingness to “ar facts so 
that the situation could be clearly com- 


prehended., 
The Fundamenta! Idea 

The fundamental idea in negotiating 
for the care of the former Austrian 
Empire policyholders and for the re- 
tirement of the New York Life from the 
field was reaching a basis first of find- 
ing the liabilities on outstanding con- 
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tracts of the policyholders who were 
formerly Austrians and who are now 
citizens of seven states in all; and then 
having accepted a pro-rata share by 
each of the respective states, of the 
securities which had been deposited in 
Vienna before the war. 

In order for Arericans to grasp the 
situation. it is necessary to state that 
the former Austrian monarchy is now 
split up so that part of the old ter- 
ritory is now within the border of 
seven states: Austria, Hungary, Czecho- 
Slovakia, Jugo-Slavia, Italy, Poland and 
Rumania, While Poland and Rumania 
have not much of the old territory, at 
the same time parts of it were allo- 
cated to each. 

Relieved of Responsibility 

The settlement of the New York 
Life’s affairs was accomplished in the 
major countries—Hungary, Jugo-Slavia, 
Czecho-Slovakia and Austria—by pass- 
ing definite special laws under which 
foreign life insurance companies might 
transfer their’ business, either to the 
respective governments themselves or 
to a domestic company under govern- 
ment sanction, and when the business 
was so transferred the foreign com- 
panies would be relieved of all re- 
sponsibility. 

Acting under these laws the New 
York Life has completed a transfer of 
all its business in the present state of 
Hungary to the Hungarian government, 
which in turn has' transferred it to a 
domestic company and the New York 
Life is thus relieved of all responsi- 
bility hereafter by the government. 

Likewise, in Jugo-Slavia, acting un- 
der the law, the company has trans- 
ferred direct to the Jugo-Slavia gov- 
ernment all of its outstanding insur- 
ances, not only those originally issued 
in Servia, but those issued in Hungary 
or Austria where the insured have be- 
come—on account of the transfer of 
territory—Jugo-Slavia citizens. So 
the company has a full release from 
the Jugo-Slavia government of all its 
contracts thus transferred. 

in Czecho-Slovakia, in the same way, 

under the Czecho-Slovakian law, the 
company transferred the business to 
a domestic company with the approval 
of the Czecho-Slovakian government, 
which designated the particular com- 
pany with which the New York Life 
should negotiate. This transfer not 
only included the policies issued under 
the original Austrian monarchy condi- 
tion, but those issued under Hungarian 
conditions where the insured in both 
instances have, on account of change of 
territory, because citizens of Czecho-Slo- 
vakia. 

Austrian Parliamentary Legislation 

In Austria, acting under special act 
of Parliament passed there, the New 


York Life transferred all of the out- 
standing insurances on the lives of 
those who remained citizens of the 


new Austrian Republic to a domestic 
company (the Phoenix), with the sanc- 
tion and approval of the various min- 
istries of the Austrian government, who 
were empowered by the law to ap- 
prove any transfer of a foreign com- 
pany’s business the law particularly 
specifying that such a transfer would 
carry with it all rights and obligations, 
and particularly providing that there 
could be no appeal, an unusual legis- 
lative exception. 

In all of these countries not only the 
agreement has heen made, but the ac- 
tual physical transfer has taken place. 

Elsewhere in this article appears a 
copy of the Austrian official gazette, 
a special edition, published in order 
to announce the final carrying-out of 
the transfer of the Austrian business. 
Sometime ago, when costs were ad- 
vancing, a law was passed permitting 
companies in Austria to increase back 
premium rates, but it will be seen in 
the New York Life-Phoenix agreement 
that such action cannot be taken here; 
in other words, that the old New York 
Life policyholders will pay the same 
rates which they agreed to pay when 
insured. In fact, former New York Life 
policyhclders, n only in Austria. but 


in some of the other countries, are in 
a better position today than are policy- 
holders of domestic companies at the 
present time. 


Get the Higher Rate of Currency 


Another interesting feature of the 
transactions is that policyholders are 
benefited in countries where currency 
is high. To illustrate: the Czecho-Slo- 
vakian crewn is worth thirty times as 
much as the Austrian crown, but form- 
er residents of Austria who are now 
living in Czecho Slovakia and who held 
New York Life policies get their ben- 
efits in Czecho-Slovakian crowns. The 
Czecho-Slovakian government agreed to 
raise the reserves from the original 
Austrian crowns to their own crowns, 
which on the basis of 21,000,000 Aus- 
trian crown reserves for the terr:tory 
now Czecho-Slovekia at present repre- 
sents the equivalent of 600,000,000 
crowns. Czecho-Slovakia received from 
the New York Life about 14,000,000 of 
‘Austrian crown securities, but it was 
willing to accept that amount because 
part of the Austrian securities were 
gold bonds, and under the treaty of 
peace gold bonds in the possession of 
foreigners outside of the old mon- 
archial territory, must be made over 
in new bonds on the basis of dollars 
or pounds sterling at the parity of ex- 
change. Obtaining of a certain per- 
centage of gold bonds by various gov- 
ernments is equivalent to relieving 
them of an extraordinary liability. 


In all the transactions in the former 
Austrian monarchy the New York Life 
sent over no new money as the com- 
pany had previously covered reserves 
in full by deposits in accordance with 
the laws prevailing in the Austrian 
monarchy at the time. 


As a matter of fact the action of the 
governments in agreeing to a transfer 
to the governnient or to a domestic 
company is not a new one, as the first 
transaction of this kind where insur- 
ance was taken over by the government 
was in Italy in 1913 at which time a 
law was passed by which all insurance 
became a government monopoly, and 
under which the government had the 
power to reinsure or take over existing 
business of all foreign as well as do- 
mestic companies. 


Under that law the New York Life 
sold its Italian business and in the sale 
received from the government a hand- 
some bonus as remuneration. The ac- 
tion of the New York Life at the time 
in its earnest and helpful co-operation 
with Minister Nitti, when there was op- 
position in some insurance quarters, 
was so much appreciated by him and 
other members of the Italian govern- 
ment that the King decorated Walker 
Buckner with the order of Commander 
of the Crown of Italy. 


Mr. Buckner to Visit Europe Again 


In general there are other European 
countries where negotiations are taking 
place for either transfer or sale of the 
business so that it is not unlikely that 
within a few months other countries 
which have existing laws or by passing 
new ones will enable foreign companies 
to transfer or sell their business to 
domestic companies, always under the 
full sanction and approval of the gov- 
ernment officials and insurance depart- 
ments of the different countries. These 
include Switzerland, Norway, Sweden 
and Denmark, where transfer of con- 
tracts have been agreed upon although 
the actual physical transfer has not 
yet taken place. In three of these 
countries policyholders have voted as 
to whether they wanted to approve 
the transfer or rot, and their vote was 
an endorsement of the New York Life’s 
making these transfers. In Poland and 
some other countries negotiations are 
still under way, and Mr. Buckner will 
soon make another trip to Europe for 
completion of the final details. 

Officia! 

The Eastern Underwriter prints here- 
with the official Avstrian gazette or 
journal, apvroving the New York Life- 
Phoenix Life transfer. 


Austrian Gazette Notice 








State Mutual Life Assurance Company 


of Worcester, Massachusetts 
Incorporated 1844 


Has shown steady and consistent growth. 


Is progressive in every detail which is for the benefit of its policyholders 


and their beneficiaries. 


A Home Office organization trained to render efficient service to policy- 


helders and field force. 


An agency organization that is capable, and loyal, happy in the knowl- 
edge that the protection and service furnished by its activities are 


unexcelled. 


B. H. WRIGHT, President 


STEPHEN IRELAND, Superintendent of Agencies 
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D. W. CARTER, Secretary 
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Official Gazette Telling of the 
New York Life-Phoenix Agreement 


The official Publication Federal Law 
Gazette for the Republic of Austria is- 
sued December 14, 1921. 

686. 

Publication by the Federal Min- 
istry of the Interior and Educa- 
tion in agreement with the Fed- 
eral Ministry of Justice, of Decem- 
ber 12, 1921, in reference to the 
transfer of the inland insurance 
contracts of the New York Life 
eInsurance Company to the Life 
Insurance Company “Phoenix” in 
Vienna. 

(1) The Federal Ministry of the In- 
terior and Education has approved the 
agreement made on October 26, 1921, 
by the New York, Life Insurance Com- 
pany (“New York” Life Insurance Com- 
pany) in New York and the “Phoenix” 
Life Insurance Company in Vienna, in 
accordance with §40, Section 1, lit.b. of 
the Insurance Regulations. By virtue 
of this agreement the “Phoenix” Life 
Insurance Company takes over from 
the “New York” Life Insurance Com- 
pany all the insurance contracts of its 
General Representation in Vienna, is- 
sued on the lives of citizens of the 
Republic or on the lives of persons 
permanently residing in the Republic. 

(2) Inasmuch as the provisions of 
this agreement and the regulations 
(Section 3) of the Supervisory Board 
seem to fully protect the rights and 
interests of all the policyholders af- 
fected, the Federal Ministry of the In- 
terior and Education in agreement with 
the Federal Ministry of Justice decides, 
in accordance with §1 of the Federal 
Law of September 30, 1921, Federal Law 
Gazette No. 547, with reference to the 
transfer of the insurance, that the life 
Insurance Company “Phoenix” alone 
has any right and obligation under the 
aforesaid insurance contracts. 

(3) I.—The securities deposited as a 
guarantee fund by the New York Life 
Insurance Company with the Postal 
Savings Bank in Vienna, which by vir- 
tue of the sanctioned agreement are 
to be transferred proportionately to the 
“Phoenix,” form 4a Special Guarantee 
Fund for the fulfillment of the obliga- 
tions to the State and the insured (§17 
of the Insurance Regulations) under 
the insurance contracts taken over 
from the New York Life Insurance Com- 
pany. Existing guarantees of the Phoe- 
nix are extended so as to cover all 
claims arising from the insurance con- 
tracts. 

If—The former premiums as stipu- 
lated in the contracts, remain un- 
changed until the expiration of the 
insurance; the calling for “extra man- 


agement fees” o: for similar additional 
payments to be made by the insured 
according to the order of execution of 
July 5, 1920 (State Law Gazette No. 
282), or future similar orders, is pro- 
hibited. 

IlI.—The “Phoenix” accepts, to the 
full extent, the dividend obligations of 
the New York Life Insurance Company 
under the insurance contracts assumed. 

1.—It will therefore liquidate in full 
the dividends due and unpaid by the 
“New York Life Insurance Company,” 
to wit: 

(a) the half of the total dividends 
for the year 1920 heretofore re- 
tained by the New York Life 
Insurance Company; 

(b) the dividends for the year 1921, 
heretofore retained in full by the 
New York Life Insurance Com- 
pany. 

2.—In reference to future dividend 
claims the insured may select: 

(a) the full mathematical equivalent 

or 

(b) the dividends that may in future 
be declared by the New York 
Life Insurance Company on like 
insurance contracts. 

The equivalent (a) is calculated ac- 
cording to the Contribution Formula 
heretofore used by the New York Life 
Insurance Company on the basis of at 
least the surplus elements (gain from 
management expenses and gain from 
interest) shown by the New York Life 
Insurance Company for 1920.—Referring 
to the distribution of profits system, 
heretofore used in certain cases, the 
payment of the equivalent is made 
either by a uniform reduction of all 
future premiums or by an increase of 
the amount of insurance. 

The original dividends (b) payable 
by the New York Life Insurance Com- 
pany will be paid until the insured ex- 
ercises his right to select the mathe- 
matical equivalent (a). 


The right of selection may only be 
exercised once, unless the “Phoenix” 
agrees to a different arrangement. 





HARVEY D. BLAKSLEE DIES 

Harvey PD. Bilakslee, for more than 
twenty years a representative of the 
Travelers Company in this city, died 
last month. He was in his 73d year, 
and was one of the oldest men in the 
organization. 





Arthur S.  Hildebrande, son of 
Charles Hildebrande, actuary of the 


Connecticut Mutual, is the author of a 
book dealing with New England life. 
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Connecticut General 
Sub-Standard Risks 


522 POLICIES ISSUED IN 1921 








Business Accepted Only From Com- 
pany’s Own Agents; Lower Limits 
Than on Standard Insurance 





The Connecticut General, which in- 
augurated the practice of accepting 
wherever possible from its own agents 
business on January 1, 1921, is pleased 
with the results. It says its success 
has already been clearly demonstrated, 
since during the year 1921 the company 
issued 522 policies for $2,260,082 of in- 
surance with premiums of $89,998 on 
the lives of persons who, on account 
of some physical impairment, were not 
up to the company’s usual standard of 
acceptability for a policy without rating. 

“Had we not established our sub- 
standard department, the company 
would have been obliged to decline this 
business and our agents would have lost 
the commissions on these cases, on 
many of which considerable time and 
effort may have been spent in soliciting, 
and these policyholders would have been 
unable to obtain protection which, on 
account of their condition of health, 
they were all the more in need of. Thus 
the company, through an increased vol- 
ume of business, fits agents, through 
larger commftssions, and the _ public, 
through added protection, have all reap- 
ed benefits from our decision to enter 
this field,” the company says: 

“It seems best to continue to conduct 
this class of business along the lines 
originally laid down and to accept sub- 
standard risks only from those who are 
giving the Connecticut General all their 
life business and not from brokers or 
the agents of other companies since, as 
we originally announced, it is not our 
intention or desire to obtain a large 
volume of sub-standard business, but to 
enable our own agents to place with 
their own company such under-average 
cases as they may run across in their 
regular soliciting. 

“Our agents should bear in mind that 
there are some impairments such as 
certain types of heart murmur with 
hypertrophy or cases of abnormally 
high blood pressure, which the company 
does not feel prepared to accept for 
insurance, even on a sub-standard basis, 
while there are others which can be 
accepted only with the elimination of 
any total and permanent disability ben- 
efit; as, for example, underweights with 
a tubercular family history. 

“Commencing with 1922, in such 
cases as it is necessary to eliminate 
the Plan 1 Disability Clause from the 
policy, the rate per thousand will be 
reduced by 25 cents, which is contrary 
to our former practice and which change 
will undoubtedly meet with favor. 

“As noted in our Manual, the com- 
pany’s limits for sub-standard business 
are materially smaller than its limits 
for standard insurance and we are 
obliged to restrict the amounts to our 
own limit of retention, as we have no 
facilities for reinsurance of this class 
of business.” 





ENTERS DELAWARE 

The Bankers Life Company has 
made application to the state of Dela- 
ware to write insurance in the city and 
has been formally admitted by the In- 
surance Department. The Bankers Life 
Company is now authorized to write 
business in thirty-four states and the 
District of Columbia, the entire field 
covering all. of the United States ex- 
cept New England and a group of seven 
southern states. 





NOT TO WRITE A. & H. 
The Union Mutual Life denies the 


report that it is to write health and 
accident. 





The Connecticut General advises its 
field force of an agent whose first policy 
was for $1,500; second for $50,000. 








Say what you will of Julius Caesar he was no coward. 
Profligate that he had always been he was afraid of no 
living man or set of men. It is told of him that on 
one of his Syrian war journeys he was captured by 
Egyptian pirates who coolly informed him he would 
remain their prisoner until his friends produced a mil- 
lion dollars. “A million dollars!” he exclaimed, “Why 
I’m personally in debt more than that. Let me go now 
or I'll return some day and crucify you.” But the 
pirates held him until the word came from Rome 
that the million would be advanced when Caesar was 
returned. Back at home the General refused to let the 
money go across the water. “Hold it until I die and 
then pay my debts,” he said, and in its place he went 
once more to Syria, crucified the pirates as he had pro- 
mised, and fell in love with Cleopatra. The ransom 
fund was kept for his creditors after death. Nowadays 
one does not have to set aside a stated sum as a guar- 
antee for creditors. He can get an insurance company, 
for a stipend a year, to make this guarantee for him. 
Many business men find life insurance a great conveni- 
ence in matters of this sort. 


The Prudential 


Insurance Company of America 


STRENGTH OF Incorporated under the laws of the State of New Jersey 
CHBRALTAR 4 


cS Forrest F. Dryden, President 
—— 





Home Office, Newark, New Jersey 








Clever Suggestions 
Given for Closing 


CONVERSATIONALLY STATED 





Dr. John A. Stevenson, in His New 
Book, Tips Agents of Pertinent 
Things to Say 





Dr. John A. Stevenson’s new book on 
“Selling Life Insurance,” published by 
Harper & Brothers, contains so much 
that is of vital interest and value to 
agents that it is difficult to review it in 
a newspaper article. The letters to 
prospects, suggesting interviews, are 
alone “worth the price of admission.” 

From the chapter on closing sugges- 
tions these bits of conversation which 
can be used by intelligent agents most 
effectively are reproduced through the 
courtesy of the Harper publishing con- 
cern, which, as has already been pub- 
lished, is issuing volumes in what it 
terms Harper’s Life Insurance Library, 
the editors of which are Dr. Stevenson 
and Griffin M. Lovelace, director of the 
Carnegie Institute’s school of life in- 
surance salesmanship. 





Some Closing Suggestions 

Always have some closing point that 
you haven’t used in the interview. 
Bring this out when you are making 
the final push. Like the boy shivering 
on the brink of the stream, the pros- 
pect needs but a little shove to make 
him take the plunge. Then he will call 
to others, “Come on in; the water’s 
fine.” Don’t spend a lot of time sum- 
marizing your sales talk; your “last act 
must be short.” A few good closing 
points are submitted. 

‘Do you know of any good reason 
why your family should remain unpro- 
tected any longer?” 





“Do you realize that somebody pays 
for the insurance? Obligations must be 
paid for. If you have an obligation to 
your family, it will be paid for, whether 
you do it or not. If you fail to take 
out insurance, your wife and children 
pay for it with deprivations. Orphans’ 
homes show clearly that the state pays 
obligations that should have been pro- 
vided for by individuals. Obligations 
are paid for by somebody. If you don’t 
carry insurance, you compel your wife 
to carry it.” 





“If you knew positively that you 
could not get this insurance after this 
month, would you take it now?” 





“If some friend who was very close 
to you, to whom you were under great 
and lasting obligations, and whom you 
held in high regard, should be in most 
urgent need, of a sum of money, equal 
to this premium, you would lend it to 
him, would you not? Even if you had 
to borrow it? You’d do this, would you 
not, once a year, provided the circum- 
stances were pressing enough? Now, 
won't you do as much for your wife and 
children as you would for a friend? 





“Would you like to have the protec- 
tion start immediately? Give me your 
check and the insurance will be in force 
immediately.” 





“Have you ever seen one of these?” 
(Agent lays a sample check of $100 
made out to prospect’s wife). This con- 
tract I have been explaining will pro- 
vide a negotiable check for that amount 
each month for her as long as she may 
live, and if you live to the age of sixty, 
it will provide the same amount each 
month to help you to enjoy old age 
together.” 

“By the way, Mr. Prospect, I forgot 
to mention that, in case of your becom- 
ing disabled from any cause whatso- 
ever, your deposits would stop and you 
would never have to pay any more pre- 
miums, and in addition, the company 
would pay one hundred dollars to you 
each month thereafter so long as you 
live, and would pay to your wife at 
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your death the ten thousand dollars 
just the same as if you had not been 
disabled and had continued to pay your 
premiums. Don’t you think under the 
circumstances that you had better make 
it twenty thousand dollars and two 
hundred dollars per month?” 





“I really should not have shown you 
all the advantages of having this until 
I knew you could get it. No matter 
how good a man’s health seems, there 
is still doubt about his condition until 
his blood pressure has been taken. You 
know after a man passes middle age 
his arteries have a tendency to harden. 
If you have hardening of the arteries, 
any unusual exertion may rupture a 
blood vessel. Before going any further 
I will have the doctor come up and look 
you over. He can see you for a few 
minutes about four-thirty this afternoon 
if that time is convenient for you.” 

“Mr. Stark, my company would like 
to see your name on this list of men 
carrying fifty thousand dollars of life 
insurance. Fifteen thousand dollars 
more will put you on this list.” 





Guarding Against Uncertainty 

“You admit life is uncertain. You 
also admit that the maintenance of your 
family depends upon your earning 
capacity—your capital. Should death 
destroy that capital, how would your 
loved ones fare? Guard against such a 
contingency by securing this insur- 
ance.” 





One fire to every 175 fire policies. 

One accident to every ten accident 
policies. 

One sickness to every five health 
policies. 

One death to every life. 

A sensible man needs no other argu- 
ment. 


“You can put off buying a home, an 
automobile, a piano, or anything else 
until you have the money and feel good 
and ready to buy, but you cannot put 
off getting life insurance without taking 
too great a risk, for life insurance is 
the one and only thing that requires 
good health to get. You must have 
good health to get it and that you can 
never buy.” 





“There are only three reasons why 
you won't take this protection: 

“The first is, you don’t care for your 
family (I know that isn’t true). 

“The second is, you can’t pay for it 
(I know that isn’t true). 

“The third is, you can’t get it because 
of physical impairment. (We can quick 
ly find this out).” 

“Now, Mr. James, this plan definitely 
fills your needs. It guarantees an in- 
come to your wife for life, in case of 
your premature death. It will take care 
of the old man who may some day be 
dependent upon you. It will not be a 
burden, but rather a source of income 
to you in case of total disability. It 
will provide the emergency fund vou 
may require for unforeseen contin- 
gencies.” 





“Now, Mr. Brown, suppose your bank- 
er should say to you, ‘Brown, I have 
two propositions to put up to you. I 
will charge you 6% for this $3,600 
mortgage on your farm. and if you die 
before it is paid, I will be compelled to 
take the farm from your wife, or I will 
charge you 744% on the mortgage and 
if you die before you have paid a cent 
of the mortgage, I will give your wife 
a clear title to the property,’ which of 
these would you take?” 





“Would ten thousand dollars help 
your widow if. you were to die tonight? 
Yes. Would one hundred dollars a 
month help you if you were totally and 
permanently disabled? Yes. Would 
one hundred dollars a month for life 
help you after you reach age sixty? 
Yes: Could you afford —— dollars a 
day to put into this proposition?” 





“Suppose you bought a railroad ticket 


from Cleveland to New York. Would 
you walk to Erie and get on there? 
Well, that is an example of what hap- 
pens when you defer buying life insur- 
ance. When you do buy it you pay full 
rate, the higher rate of’an older age. 
You’ve walked to Erie and cheated your- 
self out of a comfortable ride in the 
meantime.” 





“Permit Me to Make a Suggestion” 

(If the prospect seems to hesitate 
over the amount): “Permit me to make 
a suggestion. While it is true that these 
policies are quoted in units of ten thou- 
sand dollars, we can give you half a 
unit and you can take up the balance 
next year, provided, of course, you can 
pass the required examination. Sup- 
pose you say five thousand dollars.” 





“Of course when you die you can’t 
take anything cut of the world, will or 
no will. But if anything should happen 
to you, a life insurance policy would 
prevent a lot of annoyance to those 
whom you love.” 





“In after years, Mr. Hartley, is there 
anything which your boy would appre- 
ciate as much as the education that this 
policy will provide?” 





“Mr. Atherton, you know, of course, 
that you are allowed an exemption of 
fifty thousand dollars by the Federal 


‘gistently prospecting for leads. 


inheritance tax laws. But did you know 
that forty thousand dollars additional 
exemption was allowed in calculating 
your Federal inheritance tax if this 
money is left in the form of insurance 
to be paid to a designated beneficiary 
rather than to your estate? You would 
want your insurance made payable to 
your wife instead of to your estate, 
wouldn’t you?” 





“How would you feel if I were to 
hand you five thousand dollars right 
now? Wouldn’t it be fine, a real “grand 
and glorious feeling,” as they say? If 
you begin now, it wouldn’t seem like 
any time at all before you do get it.” 

“You certainly would rather be riding 
comfortably along the road of life when 
you are seventy than still be pulling 
uphill, wouldn’t you? And through the 
provisions of this policy you can make 
sure that you will be.” 

“In taking out a policy of this sort 
you are insuring the brains which are 
to assure your estate.” 





THE AGENT’S FOOD 

The surest way to make interviewing 
a sure thing is persistently and con- 
Pros- 
pecting supplies the food for salesman- 
ship. You will thrive if you prospect 
sufficiently ——C. V. Loomis, in “Penn 
Mutual News Letter.” 


H. G. WELLS ON LIFE INSURANCE 

“It is only fair under existing eco- 
nomic conditions that at marriage a 
husband should insure his life in his 
wife’s interest, and I do not think it 
would bea impossible to bring our legal 
marriage contract into accordance with 
modern ideas in that matter. Certainly 
it should be legally imperative that at 
the birth of each child a new policy upon 
its father’s life, as the income getter, 
should begin. The latter provision at 
least should be a normal condition of 
marriage and one that a wife should 
have power to enforce when payments 
fall away. With such safeguards and 
under such conditions marriage ceases 
to be haphazard dependence for a 
woman-————-” [From “First and 
Last Things,’ by H. G. Wells.] 





YADON’S EXPERIENCE 

R. B. Yadon, district manager of the 
Yquitable Life at Enid, Okla., is doing 
well with that company. He has been 
with the Equitable in Oklahoma for 
eleven years, most of the time located 
either at Elk City, Oklahoma City, 
Miami or Enid. In June, 1920, he was 
advanced to the position of distric! 
manager and he is operating thirty 
counties of the state. 


SOME AGENTS SELL BOTH 
It is better to sell a man his first 
small policy than his last large one. 





Total Dividends . 





Total Gross Premiums.......... 
ee, 





Home Office 
Building 


HOW MUCH WILL IT COST? 


“How much will it cost?” sooner or later interrupts every selling talk. Life Insurance 
Agents who can show the low net premium deposits of Union Central insurance need not 
evade this question. Estimates of future cost are best based on past performance. Union 
Central history is full of enviable records demonstrating that our policyholders have 
benefited over a long period of years on account of Union Central Low Net Cost. 


A policy which covers the entire period of the Company’s existence recently became 
a claim. The exhibit below shows how liberal dividends made possible a most remark- 
able return to this insured. 
Policy No. 11 Amount: $2,000 Age: 22 


Period covered: Entire Company history 
1867—1921 


Premium $83.90 Plan: 10 Payment Life 


$839.00 


Excess of Dividends over Premi- 
WG bs hairs be ena cates 


$226.30 


The Union Central Life Insurance Company 
CINCINNATI, OHIO 


Amount of Policy..............$2,000.00 

Additions purchased with $341.83 
Po! re 

Dividends taken in Cash........ 


Total Cash received by Policy- 
holder and Beneficiary........$2,993.86 
Premium Deposits 
Dividends applied) ........... 


Excess Receipts Over Deposits. . . $2,321.47 


A booklet further describing this interesting policy will be sent on request. 
For further information address 


437.00 
556.86 


(less $166.61 
672.39 
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Mississippi Acts 

To Stop Stifling 

Of Insurance There 
MAJORITY 





LEADER’S BILL 





Would Annul Action of Officials Whose 
Anti-Trust Litigation Has . 
Aroused State 





The people of Mississippi are so 
aroused at the action of certain public 
officials in that state in trying their 
best to deprive the public of insurance 
protection that a bill introduced by the 
majority leader of the Mississ‘ppi 
house—Chairman Stone of the Ways 
and Means Committee—which would 
annul proceedings already instituted 
for alleged violation of the anti-trust 
act, has been favorably reported. 

This bill, House Measure 34, as re- 
ported out by the judiciary division, 
follows: 

An act to regulate the initiation or further 
prosecution of civil suits against life, casualty, 
indemnity, bonding or surety companies for 
violation of the anti-trust laws of this state. 

Section 1. That all power and autherity of 
any district attorney or other public official of 
the State of Mississippi, other than the Attorney 
General, to institute or further prosecute any 
civil suit that may now be pending against life, 
casualty, indemnity, bonding or surety companies 
for a violation of the anti-trust laws of this 
state, is hereby revoked and annuled; and no 
court in this state shall take further cognizance 
of any such suit now pending. 

Section 2. That all laws and parts of laws 
in conflict with Section 1 are hereby repealed. 

Section 3. This act shall take effect and be 
in force from date of its passage. 

One of the most pathetic things about 
the Mississippi imbroglio is the position 
in which it places insurance agents who 
are among the most representative citi- 
zens in the state. They have done 
their work conscientiously and intelli- 
‘gently for years past and now country 
politicians are attempting to dump them 
overboard. The suits are returnable on 
March 13, that being the day when 
court re-convenes. 

Opinion in Fidelity Union Case 

The attention of insurance men has 
been called to an opinion delivered in 
Mississippi in the case of District At- 
torney Miller, of Mississippi, against 
the Fidelity Union Fire Insurance Com- 
pany and others. These were fire com- 
panies not doing business in Mississippi 
until the fire companies sued by the 
state got out. Then the Fidelity Union 
and its group rushed in and _ hired 
agents of the old companies after Jan- 
uary 1. By the April term of the chan- 
cery court of Pike County action against 
them had advanced to the stage where 
answers were in. 

In a motion for judgment on the 
pleadings the chancellor, A. W. Cutrer, 
rendered an opinion dismissing the suit, 
saying in part: 

“The anti-trust law itself expressly 
prohibits discrimination between per- 
sons and localities. Hemingway’s code 
expressly prohibits rendering of service 
in one locality and not in another for 
purpose of comipetition. Certainly no 
agreement on the part of life insurance 
companies could be implied for their 
use of authorized mortality tables upon 
which they base their premiums for life 
insurance, and certainly: no implied 
agreements could arise that merchants 
use authorized market quotations in fix- 
ing the price of commodities which 
they sell to the public, and because 
their price was practically uniform.” 

The Chancellor used that argument 
in dismissing action against the fire 
companies. That decision was appealed 
to the Supreme Court and was affirmed. 


Denied by Lamar President 

C. W. Welty, vice-president and gen- 
eral manager of the Lamar Life, of 
Jackson, denies that his company had 
anything to do directly or indirectly in 
the filing of the Mississippi suits against 
life companies. He said that his com- 
pany would instantly discharge any 
agent who twists or attempts to twist 
any policyholder from another company. 


LATEST NEWS 
FROM MISSISSIPPI 


Legislature Calls Halt on Fee 
Grabbing Officials 


On Thursday morning of this week 
The’ Eastern Underwriter received the 
following wire from its Jackson (Miss.) 
correspondent: 

What promises to put a quietus on 
the pernicious activity of fee grabbing 
officials who are bringing penalty suits 
against corporations, especially insur- 
ance companies, developed in the Leg- 
islature this week, when both houses 
enacted legislation hostile to litigations 
of this character. 

In the Senate the Dunn Bill, creating 
an insurance commission, clothed with 
power to supervise rates, was passed 
by a vote of 25 to 11, a majority suffi- 
cient to pass it over the Governor’s 
threatened veto, in event of passage by 
a similarly large majority in the House. 
It is believed that under the provisions 
of this bill some of the fire insurance 
companies may return to the state, 

In the House the Stone Bill, which 
virtually abates the anti-trust suit re- 
cently filed against the life insurance 
companies in the Chancery Court of 
Covington County, and seeking to col- 
lect a billion dollars in penalties, was 
passed by vote of 64 to 43. This meas- 
ure makes it impossible for district 
attorneys to prosecute anti-trust suits 
without the approval of the Attorney 
General, and it is well known that At- 
torney General Robertson is strongly 
opposed to the suit against the life com- 
panies. 








SALES CONGRESS SPEAKERS 

The annual dinner of the Life Under- 
writers Association of New York will 
be held on May 14, a sales congress to 
be held during the day. Among speakers 
will be Manager Ganse, Columbian Na- 
tional, Boston, and John L. Shuff. 














Are You of General Agency Calibre? 


The Franklin Life Insurance Company offers you every- 
thing desirable for building up a profitable General Agency. 


Plenty of unoccupied territory. 


Plain, understandable policy contracts on the Guaranteed 
Low Cost plan, free from trouble-making frills. 


Liberal commissions, both first year and renewal. 


A Company with an enviable reputation for square deal- 
ing with policyholders and agents. 


For particulars write to 


The Franklin Life Insurance Company 


Springfield, Illinois 











SAVINGS BANK GROUPS 

An act to amend the banking law of 
this state in relation to purchase of 
group insurance by savings banks has 
been introduced. It reads: 

“A savings bank may, in the discre- 
tion of its board of trustees, purchase 
group life insurance for its employees 
in an amount not to exceed five thou- 
sand dollars upon the life of each per- 
son insured. Any such group insurance 
so purchased shall be,obtained from an 
insurance company organized under the 
laws of this state, and the form of con- 
tract contained in any such policy shall 
be subject to the approval of the Super- 
intendent of Banks.” 





THAT COLLINS SERVICE PLEASES 





Oklahoma City. 


Issue $500,000 of 8% 


the country. 


IS proved conclusively by the fact that increased 
sales to insurance companies has made it necessary to 


Erect a Modern Fire-proof Home Office Building in 


Increase our Sales Office in Chicago and occupy quarters at 
205 North Michigan Avenue. 


Accumulative Preferred Stock, 
which becomes a first lien on the entire assets of the com- 
pany. This preferred stock participates equally with com- 
mon stockholders on all dividends paid in excess of 8% 
and may be retired at the end of three years at 104. 

istablish a Special Service Department for insurance 
clients, to co-operate with them in their work throughout 


Thirty-seven years without a dollar loss to any 
investor, or without anyone taking title to any loan 
sold them, commends this company to you. 





SALES OFFICE: 
205 N. Michigan Ave. 
Chicago 





THE F. B. COLLINS INVESTMENT COMPANY 


(Members Farm Mortgage Bankers Association of America) 


1922” 
The Largest Volume of Business in Its 37 Years 


HOME OFFICE: 
Oklahoma City 
Okla. 








AETNA LIFE PROMOTIONS 

C. H. Remington, formerly vice-presi- 
dent of the accident and liability de- 
partment of the Aetna Life, and Frank 
Bushnell, agency secretary, have been 
elected vice-presidents of the company. 
Morgan G. Bulkeley, Jr., has been elect- 
ed treasurer, succeeding Vice-President 
Morgan B. Brainard. E. E. Cammack 
has been advanced to actuary. J. M. 
Parker, Jr., is now secretary of the en- 
tire accident and liability division; BE. C. 
Higgins is secretary of the accident and 
liability department; R. A. Hunt, E. C. 
Bowen and P. L. Hotchkiss are assis- 
tant secretaries. Two new officers cre- 
ated in that department are Fred L. 
Parker and F. E. Barber. 





NEW DISTRICT MANAGERS 

The West Coast Life, through the 
“Pioneer,” the company publication, an- 
nounces the appointment of George B. 
Shelton, formerly San Francisco man- 
ager of the Manhattan Life, to succeed 
George B. Painter as manager at Fresno, 
Cal. Mr. Painter will take a position 
in the home office of the company. G. 
B. Cawthorne has been appointed dis- 
trict manager of Napa and Salano Coun- 
ties, and H. M. Rumford has been given 
charge at San Jose, Cal. 





CHICAGO BANKS IN FIELD 

A combination of the Illinois Trust & 
Savings Bank, the Merchants Loan & 
Trust Company and the Corn Exchange 
Bank of Chicago closed a contract this 
week through Moore, Case, Lyman & 
Hubbard to enter into an extensive 
campaign with the Travelers for the 
sale of life insurance in connection with 
their savings accounts. 


SANATORIUM PAPER CHEERFUL 

The February number of the “Mt. Me- 
Gregor Optimist,” published monthly at 
the Metropolitan Sanatorium, lives up to 
its name so well as to be an inspiration 
not only in the institution but to those 
of the fraternity who are inclined to 
pessimism. It is filled with cheerful 
contributions by the patients, questions 
on health, short verse and book reviews. 





NEW DIVIDEND SCALE 

The Fidelity Mutual has authorized a 
new dividend scale, effective April 1, 
1922. 

The new dividends represent an in- 
crease of 10% over the present scale on 
attained ages up to and including 45; 
on attained ages over 45 the increase 
will be as follows: 


Age 46..... 1014% Age 5l1..... 13% 
Ase 4733 «x 11% Age 52..... 13%4% 
Age 48..... 114%% Age 53..... 14% 
Age 49..... 12% Age 54..... 144% 


Age 55 & up, 15% 


Age 50,,,.-12%% 
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The Company OF the People, FOR the People—made BY the People 
The Greatest Life Insurance Company in the World 


February 24, 1922 


= 


Fh on oe 


In Assets In Business Placed In Service to the Public 
In Income Greatest In Business Gained Greatest < In Reduction of Mortality 
In Gain of Each In Business in Force In Health and Welfare Work 





METROPOLITAN 
LIFE INSURANCE ComMPANY 


(INCORPORATED BY THE STATE OF NEW YORK) 


Business Statement, December 31, 1920 


Assets - - - - “ - - . - - $980,913,087.17 
Larger than those of any other Company in the World. 


Increase in Assets during 1920 - - - $116,091 ,262.62 
Larger than that of any other Conan’ in the W orld. 

Liabilities - - . - . - - - - $947,465,234.24 

Surplus - - - - - - - - - - $33,447,852.93 

Ordinary (annual premium) Life Insurance paid for in 1920 $1,062,389,920 
More than has ever been placed in one year by any Company in the World. 

Industrial (weekly premium) *-eurance paid forin 1920 - $589,560,231 
More than has ever placed in one year by any Company in the World. 


Total Insurance placed and 4 for in 1920 - - - $1,651,950,151 
The largest am placed in one year by any Company in the World. 
Gain in Insurance in For a 1920 - - - - - $1,036,360,080 
More than ' ver been gained in one year by any Company in the World. 
The Company GAIN’ more insurance in force both in 1919 and in 1920 than 
any other Cor .y WROTE. 


Total Amount of standing Insurance’ - - $6,380,012,514 
Lar chan that of any other Company in the World. 
Number of Po’ 2s in Force December 31, 1920 - - 23,899,997 
ger than that of any other Company in America. 
Gain in Nur zr of Outstanding Policies _—- - - . 2,129,326 
More than any Company in the World has ever gained in one year. 
Number . Claims paid in 1920 - - - - - 312,689 
Averaging one claim paid for every 28 seconds of each business day of 8 hours. 
Amo _.t paid to Policy-holders in 1920 - - - $81,257,393.70 
Payments to policy-holders averaged $556. 86 a minute of each business day of 
8 hours. 


Reduction in general mortality at ages 1 to 74 in 9 years, 22.7 per cent. 
Typhoid reduction, 72 per cent.; Tuberculosis, 40 per cent.; Heart disease over 


19 per cent.; Bright’s disease, nearly 27 per cent.; Infectious diseases of 
children, over 28 per cent. 


In general reduction and for each principal cause of death this is far greater than that shown by 
statistics of the Registration Area of the United States. 


Death Rate for 1920 on the Industrial business lowest in history of Company. 
Dividends declared payable in 1921, nearly - . ° . $11,000,000 


Metropolitan Nurses made 1,625,271 visits in 1920, free of charge to sick Indus- 


trial Policy-holders, including 14,667 visits to persons insured under Group 
policies. 


ee men distributed ovew Eighteen Millions of pieces of literature on 
ealth— 


Bringing the total distribution to over 213,000,000, exclusive of Company's health 
magazine, of which over 18,000,000 are annually distributed. 





FREDERICK H. ECKER, Vice-President 
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| War Veterans’ Bureau Expenditures 














The Government has spent $1,541,447,182.58 in caring for war veterans since 
the armistice, says the New York “Herald.” Expenditures for all purposes, under 
the varied activities of the War Veterans Bureau, up to January 1, 1922, are set 
forth in detail in the following summary, compiled under the direction of Col. 
Charles R. Forbes, director of the bureau: 








Insurance 
Number of Amount 

Insurance in Force Policies of Insurance 
War TIGK t6rM INSUTANCE.. <0. occ cccrcccuenceeewes 339,167 $2,536,482,444.00 
United States Government life insurance.......... 259,730 929,292,694.96 

UNCP UEMIESIC: «6: a:(a1 6 are eid ht e- Sra UUGi Rosai larele erasers Orel ee gal eats 598,897 $3,465,775,138.96 

Insurance Claims 
Number of Computed 

Insurance Claims Allowed Claims Value 
War risk term insurance claims.................. 148,864 $1,311,382,446.33 
U. S. Government life insurance claims............ 1,307 5,635,241.75 

SMOMENET <i b/cvere a Uieieree cia Ca Bate CREE wre BORS Saw ee a ie 150,171 $1,317,017,688.08 
Amount paid on insurance to date.....ccccccccccee ceeces 283,286,606.04 

Compensation Claims 

Number of ex-service men receiving compensation..............ee0eeeee 153,651 
Number of death claims on which payments are being made............. 49,438 

"POCAl- HUMDOP OF AGIVG CHAI sc. 6.6 cc 5.5.66 Sesoicdedocececeeeceaeuceer 203,089 
Amount paid on compensation claims in December............... $11,094,604.74 
‘Yotal amount paid on compensation claims to date........... eseee 300,141,766.52 

Medical Care and Hospitalization 

Number of ex-service men who have received hospital treatment... . 206,069 
Examinations of ex-service men ordered...........ececeeceees Hawetasce 1,115,259 


Number of ex-service men now receiving treatment, showing kind of hos- 
pitals and nature of treatment: 


Tubercu- Neuro- General and 

Kind of Hospital losis psychiatric Surgical Total 
U. S. Public Health service........ 6,117 2,765 4,723 13,605 
PEORIEY 65s Ce eSailese ee ke eteieweeeias 859 21 605 1,485 
IMR 6 srbie6-wtrsia's wreck a oe err ere 440 14 912 1,366 
SOMGICES’ NOME: 66666 id cies cede 1,269 685 547 2,501 
0. HIPAMOU DS S6csewesceeiasepens eee 822 cents 822 
URUNOUEE (orn wid Oin eis tian waredies Welwats 2,961 3,965 1,982 8,408 

SMOIOUUEHN (g3ie)serareieccareunase siareiaicles ee 11,646 8,272 8,769 28,687 
Amount expended for hospitalization out of 1921 appropriations..... $53,616,847 

Vocational Training 
Number of applicants declared eligible for vocational training...... 299,879 
Number of applicants who have entered upon vocational training... 137,068 
Number of appheGants NOW ii tPAIMIhG. « .6..ckccccccccccccscecccoees 104,578 
'DOURE GRNCRCCUTCE CO GUC oiiakis cde ccc eiicce kde cdecuncaovtinwewees $212,724,533 
Expenditures For All Purposes 

VOGREIOMICL ‘UREN. (oalicsiaios diate gidiecnne So wed Cdaie Hees Rade eeraue end enne $212,724,533 
EINE ile CEG 1:8 CON Oa biSle OF Wate ORR WEs Cae a da lena d waecemwe 283,286,606 
WOO MORON oiioe cs cade ercieas cana see ecacwme nue ceoauraneeeenees 300,141,766 
PROP OMMMMEAR ONY 8G 110k Gy S-So oi wr AY ids oldies 0 al GLa iG OHS A EER CUE Beau ama nels 300,905,125 
Fg Re LETTE ECCS EE EE TUTE Eee eee eT 282,049,110 
MAVING AUG BEAMEGIS ISUTANCE. 6.6 ccc cccicnccacceecseccsoedceces 35,084,378 
MGGICAL Ane NOAPIVAl BOPVICE: cic icics.c cee iscteeces needs cccdseteoewnds 80,177,569 
EAA EPE AUTRE E ER 1555250 Saag Oe RASS. 1b Os ODiSLaL AGE eae Raw E ee ee aee ie 47,078,092 

CLE | aR Serer eee er nara er Mere Ser rant eee Tee Ce $1,541,447,182 


In a separate table detailing the amount of outstanding insurance held by war 
veterans it was shown that up to January 1, 1922, a total of $377,945,081 had been 
paid in premiums on outstanding war risk term insurance, and that a total of 
$45,145,527 in premiums had been paid to the Government on outstanding Govern- 
ment life insurance. 

As against these two sums paid into the United States Treasury in premiums 
the United States Government carries as liability the following two classes of 
outstanding insurance now in force: 


Wear SINE ROMNEY MIMUNANGO. 3.8508 oe bu ane eaane sw ewedes carkeuseea 


$2,536,482,444 
United States Government life insurance..............ceeeeeeeees 


929,292,694 


— 

















Cmityar J 
LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
In Business Since 1862 
Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
and permanent disability. Policies of the company are made secure by 





reserves maintained on the highest standard, with additional contingent 


reserves providing protection against all emergencies. 


Information and 


Advice on any matter relating to Life Insurance is Available at any 
time through the Agencies or Home Office of this Company. 

















C. A. CRAIG, President 


The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 


| 
| 
| Industrial, Life, Health and Accident Insurance 
| in ONE Policy 


_—— : tenn 


W. R. WILLS, Vice-Pres. 


C. R. CLEMENTS, Sec. & Treas. 
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Address, 








| PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 

















RETURN COMMISSIONS 


Attorney Matthew Swerling Calls Atten- 
tion to Case of Riehle & Co. vs. 
London & Lancashire 


In view of the controversy between 
Perez F. Huff, of the Travelers, and H. 
B. Rosen, agent, over returned com- 
missions, a letter which Matthew Swerl- 
ing, a New York lawyer, published in 
“The Weekly Underwriter” last week, 
is of interest. He says that this is not 
the first time such a controversy—be- 
tween a general agent and agent or 
broker—has come before the courts. 
He adds: 

I was counsel for the insurance company, and 
was successful at every step of the litigation. 
The case in question is John M. Riehle & Co. 
vs. The London & Lancashire Indemnity Co. 
of America. The broker appealed to the Appel- 
late Term, First Department, from an adverse 
decision of a Trial Court. The decision being 
affirmed, a further appeal was taken to the Ap- 
pellate Division, First Department, where | the 
case was argued in January, 1921, and decided 
in favor of the insurance company, being re- 
ported in 195, App. Div. 895. 

It was rather disappointing to counsel on both 
sides of the controversy that neither of the Ap- 
pellate Courts handed down an opinion in de 
ciding for the insurance company. It was hoped 
that some opinion would be written which would 
definitely settle the rather mooted question of 
the rights of a broker and an insurance com- 
pany, with respect to commissions upon a policy 
which has been cancelled. ‘ 

Although I prevailed in the Riehle case, I was 
far from satisfied with the result, as the affirm- 
ance, without opinion by the Appellate Courts 
did not help to clarify an issue about which 


there segms to be so much uncertainty and doubt 
in the insurance world, It may be presumed 
that the Appellate Courts followed the authorities 
cited in my briefs. These authorities, while 
fairly strong, nevertheless leave a great deal to 
be desired in the way of clean-cut authoritative 
adjudication precisely covering this question. 

It is to be hoped that the case of Huff vs. 
Rosen will bring about this much-desired consum- 
mation. 


BULKLEY MONTH 

The Connecticut General celebrated 
in January the twenty-fifth anniversary 
of Vice-President Bulkley’s connection 
with the company with the largest issue 
in both the life and accident depart- 
ments that it has ever had. The life 
issue totalled $16,602,795, breaking the 
previous high record attained in Sep- 
tember 1920. This is the more remark- 
able in view of present business condi- 
tions. The accident and health business 
done in January has also exceeded all 
previous records, with the new non- 
cancelable policies running particularly 
strong. In all, 2,158 life applications, 
1,027 accident applications, and 20 group 
and employees’ applications were re- 
ceived. The New York Agency reported 
$2,750,000 of new life business. 

There were four $1,000,000 days dur- 
ing the month, one of these being the 
tenth, Bulkley Day, the twenty-fifth an- 
niversary of Vice-President Bulkley’s 
starting in with the Connecticut. Gen- 
eral. The biggest day was the last, 
when 191 life applications for $1,233,290 
were received. 








MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Incorporated 1851 Springfield, Massachusetts 


A company which throughout the seventy years of its history 
has ever enjoyed—hbecause of its square dealing toward all 
and its long record of low net cost—the good will of its 
policyholders, the confidence and esteem of the insuring 
public, and the loyalty of its representatives. 





JOSEPH C. BEHAN, Superintendent of Agencies 


——— 

















New England Mutual Life 
Insurance Company 


Boston, Massachusetts 





New Insurance Paid-for, 1921 
Gain in Insurance-in-Force~ - 
Total Insurance-in-Force 





New England Agents Write 


$82,072,020 
48,641,846 
- 609,415,082 


Persistent Business 
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John:Hancock Not 
For Insured Savings 


TURNS DOWN PROPOSITIONS 





Vice-President Nason Tells General 
Agents That Plan Does Not 
Look Lasting 





The John Hancock Mutual Life In- 
surance Company of Boston announced 
at its general agency convention that 
“it is not at this time willing to enter 
into relations, or have members of its 
agency organization enter into relations, 
with the banks on this plan of savings 
accounts with insurance.” The report 
was made by Vice-President Nason. 

The John Hancock, in common with 
all the leading life insurance companies, 
has received numerous inquiries from 
banks who have evidently become in- 
terested in the subject, and also from 
their agents who wished to know what 
the attitude of the company was. Agents 
are of different minds on the subject. 
Some wish to enter into competition if 
the matter is to be encouraged by the 
companies, while others think it would 
be inadvisable to encourage the plan 
at all. 


The John Hancock went into the mat- 
ter carefully before making any decis- 
ion, and.is not unmindful of the fact 
that banks and life companies have 
much in common in encouraging thrift. 

“The John Hancock management is 
of the opinion that the agitation of this 
subject of savings banks doing life in- 
surance will gradually die out, the plan 
itself not proving actually workable as 
a permanent proposition. The fact of 
the matter is that banks which have 
taken the matter up most extensively 
are not wholly satisfied with the re- 
turns, while on the other hand the life 
companies and agents who have gone 
into the proposition have encountered 
80 many difficulties that most of them 
think the game is hardly worth the 
candle,” says the publication depart- 
ment of the John Hancock. 

Nevertheless Vice-President Nason 
said the company would carefully 
scrutinize the development of the plan 
and would stand ready at any time to 
modify its attitude if circumstances 
made it desirable to do so. 

This decision is in no way a criti- 
cism of the movement by which many 
banks have co-operated with the life 
insurance companies in advising life in- 
surance and advertising life insurance 
in the interests of thrift. 


“For many years,” said Mr. Nason, 
“the contact between banks and insur- 
ance companies has been very close 
through issuance of credit insurance or 
insurance to protect against losses in 
the event of the death of the borrower 
at the bank.” 

The John Hancock considers that this 
type of insurance offers every possible 
advantage to all concerned and believes 
the field is one to be cultivated and ex- 
tended, forming a satisfactory basis of 
co-operation between the life companies 
and their agents as well as with the 
banks and trust companies. 





CLEAN SWEEP FOR AGENTS 





Tax Law Changes Remove Last Objec- 
tion to Business or Corpora- 
tion Insurance 





’ Nearly all the prominent companies 
have sent out special bulletins to agents 
informing them of the — between 
the new and old income tax laws. The 
New York Life says that the changes 

“remove the last objection to business 
insurance.” The Penn Mutual says: 
“With the sympathetic action of Con- 
gress in exempting these proceeds from 
income tax, we are now in the era when 
stockholders and creditors demand as 
a necessity that management be indem- 
nified, stock values protected and debts 
secured by corporation life insurance.” 


NEW CORPORATION POLICY 





Corporation or Partnership Sole Own- 
ers of New York Life’s 
New Contract 





The New York Life has gotten out a 
new corporation policy which contains 
the same guarantees as are included in 
other policies. Under the corporation 
policy the beneficiary, its successors or 
assigns, shall, without the consent of 
the ingured, receive every benefit, exer- 
cise every right, and enjoy every privi- 
lege conferred upon the beneficiary by 
this policy. 

Under the policy the 
the partnership, are the sole owners of 
the policy. They may borrow money on 
the policy, or surrender the policy, with- 
out the consent of, cr release from, the 
insured. 


corporation, or 





DUNNING’S BIG PREMIUM 
The Penn Mutual says of one of its 
New York City representatives: 


“EF. O. Dunning, of New York City, 
does not (to our knowledge) play golf, 
but he certainly practices the follow 
through. At four o'clock on Saturday, 
the 31st of December, he wound up his 
1921 business by securing an applica- 


tion and check for a premium of $82,350. 
We understand that in the history of 
the Penn Mutua! there have been only 
three larger annuities sold for indi- 
vidual use. And Mr. Dunning had to 
meet all sorts of competition, too.” 
PENN MUTUAL ADVICE 

Perhaps that lapsing policy is a re- 
flection on the agent’s salesmanship. If 
the agent only half sold the insurance, 
then he must complete the sale by 
securing its renewal, otherwise’ the 
transaction is 2 loss to policyholder, 
company and agent..-Penn Mutual 
“News Letter.” 





“Tomorrow is the day on which idle 
men. and fools reform.” 








The 
$100,000,000 a year 


and restored) 
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BANKERS LIFE COMPANY LEADS 
ENTIRE UNITED STATES 


Only Life Insurance Company in America, 
or more, 
(Excluding companies writing industrial insurance) 


Paid-for business for 1921 (Issued, 


Paid-for business for 1920 (Issued, 


Bankers Life Commins 


writing 
to show a gain over 1920. 


increased 


‘increased 


CCC OCH HK OHO 8 


.$111,000,000 


95,000,000 
.-$ 16,000,000 


Geo. Kuhns, Pres. 














The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Issues the best forms of policies of 
Life, Accident and Health Insurance 
Our Complete Protection Combination 
is the ideal form of insurance coverage 





INVESTMENT BILL 


Bill No. 475, under consideration in 
the New Jersey Legislature, provides 
that beginning July 1, 1922, insurance 


corporations holding 
to the residents of the State or on 
property located in the State be re- 
quired to invest one-half of the reserve 
on these policics in mortgages secure’ 
on New Jersey real estate up to 69 


or issuing policies 


per cent of the property value. The 
New Jersey Real Estate League and 
building and structural interests 
throughout the State are a unit in 


urging the enactment of the measure. 








months with 











CO-OPERATION 


Aer made in the latter 
part of 1921 reveals the 
fact that the average pre- 
miums of our trained men 
during their first twelve 


| are 20 per cent higher than 
| the average premiums of the 
( untrained men. 


| This is a striking example of 
what is being accomplished 
by our plans for develop- 
ment of and co-operation 
with our field force. 


Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 


No. 28 | 


the company 




















Pay $1,441,000 








on St. Louis Man 





~ on Curby was $1,441,000. 


The most heavily insured man in St. 
Louis, Clarence J. Curby, vice-president 
and general manager of the Smith & 
Davis Manufacturing Company and 
president of the Automobile Club of 
Missouri, killed himself while cleaning 
a gun on February 11. He was a famous 
marksman, having a large collection of 
prizes. The Missouri State Life carried 
$500,000 and was the first company to 
make settlement. The total insurance 
The Mutual 
Equitable Life Assurance 
Society, $175,000; New York Life, $200,- 
000; Phoenix Mutual, $150,000; Massa- 
chusetts Mutual, $55,000; Union Central 
Life, $50,000, and the Penn Mutual Life, 
$25,000. 

In addition, Curby had three accident 
policies, as follows: ‘Travelers, $37,500; 
Continental, $30,000, and Columbia Na- 
tional, $15,000. Half the total amount 
of insurance was made payable to the 
— & Davis Manufacturing Company. 

. EK. Singleton, president of the Mis- 
Pon State Life, said: “As far as has 
been reported to us, this is the largest 
death claim paid on any citizen in St. 
Louis.’ 

The Smith-Davis Company is one of 
the big manufacturing plants in St. 
Louis. The employes of the company 
are also covered by a Missouri State 
Life group policy and the estate of Mr. 
Curby will also receive $1,500 under this 
group contract. 


had $210,000; 





NO SUCCESSOR TO FARNSWORTH 

The Connecticut General Life will 
not appoint any successor to Henry 
A. Farnsworth, its general agent in 
Hartford who died recently, as it al- 
ready has two general agencies there, 
one under Gorton & Company, and the 
other -under Allen, Russell & Alien. 
This announcement is made by George 
Ei. Risley, superintendent of agencies. 





ADVANCED BY PENN MUTUAL 

M. Louis Johason has been appointed 
essistant actuary and Malcolm Adams, 
assistant supervisor of applications and 
death claims and registrar of the Penn 
Mutual. 





The Cincinnati Y. M. C. A. is to con- 
duct a course of life insurance sales- 
manship through the activity of Harvey 
T. Sheppard, assistant state agent of 
the Mutual Benefit in Ohio. Many promi- 
nent underwriters are scheduled to ad- 
dress the school. 
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Founded 1865 
New Insurance Buildings On 
i id Lif dT 
Or Near North Side Chicago The Provident Life and Trust 
~ Com f Philadelphi 
Chicago, which has three sides, the structure at Michigan and River Street, 0 pany 0 i a e Pp la 
North, South and West, is moving facing a beautiful plaza. Pictures of (Pennsylvania) 
North. This hegira began with the some of the new buildings as they will 
fashionables. Wor some years the lead- appear are reproduced in this article. Le See 
Vice-President Coolidge says: “Look well then to the hearthstone; 
therein all hope for America lies.” 
j The man who is looking well to his hearthstone is very apt to take 
out an endowment policy. It will carry out his purposes for his home 
if he dies, and it will also keep the fire on his hearth in his own old age. 
And it is an unselfish policy, for it does not shift upon his children 
the provision for his own old age. 
Fourth and Chestnut Streets, Philadelphia, Pa. 
tes wt aoe 


{ 
a 


$43 
FEET ES i 
Wi ISTE LEU ESE LS 













Sage 


=| ben infemcin teams 
geey erie ote et 


2 Liew 





2 PERS tz 











go OK 





















































CARMA 1 BURTON 5 PROUD WWAITA pace 





NEW NATIONAL LIFE BUILDING 


ing people of the city lived on Michigan 
Boulevard (or, as it is called in one 
district, Michigan Avenue), which wags 
the Fifth Avenue of Chicago, and on 
Prairie Avenue, which was not far 
away. However, the stockyards were 
on the Southwest side and when the 
wind blew from the West, conditions 
were most unpleasant. So gradually 
most of the fashionables left Michigan 
Boulevard and Prairie Avenue and 
moved North. Kusiness starting mov- 
ing North too, and an ornamental 
bridge was put over the river at the 
north end of Michigan Boulevard, link- 
ing the North and South sides. This 
boulevard will eventually be covered 
with skyscrapers on both sides of the 
river. 

The insurance district of Chicago 
from time immemorial has been in La 
Salle Street. All the Western depart- 
ments of the fire companies and the 


local agencies were in that street and. 


the Illinois Life, National Life of the 
U. S. A., and other companies were 
there. Sometime ago the Federal Life 
moved into its own building on Michi- 
gan Avenue. Now, arrangements have 
been made for new buildings of the 
National Life of the U. S. A. on upper 
Michigan, at Chestnut and Pearson 
Streets. The Ilinois Life has also ar- 
ranged for a handsome building on the 
North side and the London Guarantee 
& Accident is to have an imposing 


It will be seen that each one of them 
will be a credit to Chicago and add 
greatly to the architectural beauties of 
that city. 


eee 


The new building of the National Life 
is within a stone’s throw of Lake Michi- 
gan on what is known as the Gold 

















to develop and hold theit business. 


Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
W. D. WYMAN, President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 


Has always rendered the highest grade of service to its policyholders. 
Has always extended reasonable assistance and encouragement to itg representatives 


WINFIELD S. WELD, Supt. of Agencies 

















Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 






































Southwestern Life Insurance Co. 





Home Office, DALLAS, TEXAS 








Coast. The plans call for a building 
fronting 214 feet on Michigan, 327 on 
Chestnut Street and 307 feet on Pear- 
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NEW ILLINOIS LIFE BUILDING 


son Street. This building is to be 
twenty-one stories tall with a 400 foot 
tower and will cover a ground area of 





--______,_ _. 
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200x300 feet. 


The 


National Life of the U. S. A. 


is fifty-three years old, has insurance 





in force of $150,000,000 and assets in 
excess 





of $22,000,000. It produced 
(Continued on page 11) 
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The Masonic Mutual Life Association 


of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 


Financial Statement, December 31, 1921 





Assets: 

First Mortgage loans on improved real estate....... .... $1,578,654.85 
Real estate pace iebiged nD alt arte wea hin dco wees cn . oe "410. 97 
LADETTY SOR GG GURCP DONDE... 6.5. 65. 6.05.08 nein iaenesienasn 1,145,419.43 
CAEP Oi) SIS ANG FA I oo bv ke ecw ccd carsicwed eee eens ' 267,050.84 
Loans On Association's POUCICS.........6...66060s6 805 seewws 545,383.94 
Net premiums in process of collection. ...............4. 762,686.55 
rE TTT ere r rT rT 126,487.99 
ee itt eK Reber $4,603,094.57 

pe ee rye 82,572.30 


BALANCE TO PROTECT MEMBERS’ CONTRACTS: 
Reserve American Experience Table of Mortality 
and 34% interest on all policies.................$4,213,961.00 





er ree eee ae ee Tr ree Per pers oe 306,561.27 
$4,520,522.27 
MOST SUCCESSFUL YEAR IN THE HISTORY OF THE ASSOCIATION 
Gain in Insurance in Forte. .... 0466 s06s600008005 $30,124,750.00 
Increase in Assets. .......icsccsscssdescsscesests Me 
I A TINO io od ks ek ee Ree Oe Ree 1,282,156.00 
aE tie I 6 65 5 ok Pee sere Keee 225,575.00 


PROGRESS OF THE ASSOCIATION UNDER THE LEGAL RESERVE PLAN 
INS. ISSUED INS. IN FORCE 


YEAR ASSETS DURING YEAR END OF YEAR 
ee $24,459 $392,250 $1,489,500 
1907 ............ 138,618 412,500 2,166,575 
ey 284,157 1,235,000 4,152,075 
ge Oe en Cg 780,660 4,342,345 11,052,500 
18 .......-.:.. 1,721,058 7,283,250 24,044,612 
emanate: 2,220,990 16,896,250 37,657,924 
1920.00.00... 3,084,141 40,841,750 71,097,545 
RS $4,603,095 $42,448,000 $101,222,295 


WATCH US GROW! 


Home Office, Homer Building, Washington, D. C. 


Wm. Montgomery, President 
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Inexpert Income Engineering 


By E. A. WOODS 














A bulletin of a Massachusetts statis- 
tical organization issued September, - 
1921, under the heading of “Income 
Engineering,” gives a table as to the 
percentage of various incomes that 
should be spent for life insurance, for 
investment and what used for a sgso- 
called speculative fund. Part of this 
table follows: 


INCOME 
% of 
Income Insurance 

$1,500 5 $ 50 
1,800 6 75 
2,000 75 100 
2,500 10 150 
3,000 15 225 
3,500 15 250 
4,000 15 275 
5,000 20 450 
,500 27 600 
10,000 30 900) 
712,500 42 1,000 
15,000 47 1,500 
720,000 50 1,700 
$25,000 50 1,800 
430,000 50 1,900 
40,000 50 2,000 
750,000 50 2,500 


Net after Federal Income Tax. 
*Not included in original table. 


The percentages of income to be used 
for life insurance, given in the last 
column, illustrate the fact that these 
are not carefully thought out. These 
might be indicated by an irregular line 
or curve, as this chart will indicate. 

(See Chart). 

But let us consider this advice more 
specifically: It is suggested that a man 
with an income of $1,500 save $50 an- 
nually by insurance—and we will as: 
sume that by “insurance” only life in- 
surance is meant, as probably it is. 
This sum, at a reasonably young age, 
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INCOME 





OF 




















PERCENT 





say 30, would buy about $2,000 or $2,500 
of life insurance on the Ordinary Life 
plan. It must be remembered that a 
man with an income of $1,500 has had 
little opportunity of saving otherwise, 
and even if he have the larger amount 
of insurance, $2.500, how is such a man’s 
family left? The expenses of last ill- 
ness, doctors’ fees, funeral, ete., will 
certainly use from $500 to $1,000, leav- 
ing but enough to equal one year’s sal- 
ary—or, if invested, would pay the 
widow less than $2 a week. 


Take the other extreme—the man 


with the $50,000 income. Such an in- 
come is derived either from investments 
or personal earnings, or both. If de- 
rived wholly from investments, such a 
man must be worth approximately 
$1,000,000. $2,500 paid for insurance, as 
advised, would procure about $50,000 to 
$60,000 insurance 9n the Ordinary Life 
plan. Thi: would not begin to defray the 
cost of administering such an estate— 
not to speak of the Federal and state 





inheritance taxes, which alone would 
probably consume more than the total 
amount of insurance carried. 

If the $50,000 income is, on the other 
hand, derived from earnings, $50,000 of 
insurance would protect the family to 
the extent of about one year’s earnings, 
to say nothing about the cost of admin- 
istering the estate. Or, if it be consid- 





ACCUMULATION 


Speculative % for* 

Investment Fund Insurance 
$ 25 $ 0 3.3 
25 0 4.2 
50 0 5.0 
100 0 6.0 
225 0 re. 
275 0 7.1 
325 0 6.9 
550 0 9.0 
1,000 400 8.0 
1,500 600 9.0 
3,000 1,000 8.0 
4,200 1,400 10.0 
5,000 3,300 8.5 
6,700 4,000 7.2 
7,500 5,600 6.3 
10,000 8,000 5.0 
12,500 10,000 5.0 





ered that such a family is living upon 
but $25,000 and saving the other $25,000, 
such a family accustomed to living at 
the rate of $25,000 a year, would be left 
with enough to keep them for two years 
only. Is this good financial advice? 
But more important than all is the 
recommendation that the Ordinary Life 
Plan only be issued—the theory being 
that a man should buy insurance on 
this plan only, investing the difference 
between the outlay for insurance on the 
Ordinary Life Plan and such plans as 
Limited Payment Life and Endowment. 
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According to this advice, then, life in- 
surance companies should issue but one 
form of insurance and every person of 
every condition, age and need should 
buy but one form—like the doctor who 
carries only one remedy and prescribes 
that for every ailment. 

For example, a young man, thirty 
years old, instead of buying, we will 
say, a $1,000 20-Payment Life policy at 
an outlay of $34.76, should buy an Ordi- 
nary Life policy at an outlay of $24.38 
and save the extra $10.38 and invest it 
according to recommendations of this 
organization. Is this practical advice? 
Will many do it? Is it reasonable to 
assume that the 250 life insurance com- 
panies and their 125,000 representatives, 
many of whom have wide experience 
with the actual needs and desires of 
the more than 50,000,000 people of 
America who are carrying policies, are 
wrong, and in this respect this organi- 
zation alone is right? 

At the close of 1920, there were in 








| Security Mutual Agents are successful 
| WHY? 


The reasons are many 
First —Our rates are right 
Second—Our policies are attractive 
Third —Our Company is reliable 
Fourth—Our agents have our co-operation 
We can give good men good territory 
If you are interested, address 
C. H. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE COMPANY 


BINGHAMTON, N. Y. 














force in America 18,377,365 Endowment 
policies. How many Limited Payment 
Life policies, we do not know because 
they are not separated in reports, but 
it is certainly safe to assume that sev- 
eral more millions of the 46,440,713 life 
policies were upon the Limited Payment 
plan. Is it likely that all these millions 
of purchasers of policies, the scores of 
thousands of agents who are not only 
recommending but buying Endowment 
and Limited Payment policies on their 
own lives, and the companies of a half 
century’s experience issuing them, are 
all wrong? 

To test what insurance they buy for 
themselves, an inquiry was sent out by 
the writer to one hundred prosperous 
men engaged in life insurance with ten 
different companies, men of property 
and some successful, financial experi- 
ence themselves. They were asked: 

1. On what plan do you carry your 
personal insurance? 

2. What plan do you prefer for your 
personal insurance? 

The second question was asked be- 
cause, in many cases, a man when young 
and inexperienced bought insurance on 
a certain form, which he wishes later 
were on a different form. The follow- 
ing is the result of 105 replies, showing 
that not only do 36.9% of these suc- 
cessful men carry their own personal 
insurance upon a plan other than Ordi 
nary Life, but that 45.7% of these same 
persons prefer different plans of insur- 
ance: 


Plan Carried Preferred 
ROEMEY deskdansncaddes 14% 1.2% - : 
Ordinary Life...... 65 61.9% 57 54.3% 
Limited Payment.. 25% 24.5% *) 28.6% 
Endowment ........ 13 12.4% 18 17.1% 

105 100% 105 100% 


This advice, therefore, is contrary to 
the experience of the companies carry- 
ing more than $40,000,000,000 of insur- 
ance, to the experience of those carry- 
ing probably 25,000,000 of the policies, 
to the experience of men who have been 
for a lifetime engaged in the business, 
based not only upon what they sell to 
others but what they carry on their 
own lives. 


NEW CHICAGO BUILDINGS 
(Continued from page 9) 


nearly $40,000,000 of new business in 
1921. Albert M. Johnson is president 
of the company and Robert D. Lay is 
vice-president and secretary. 

Illinois Life’s New Building 

The Illinois Life is now building a 
handsome, artistic structure on the 
fashionable Lake Shore Drive of Chi- 
cago where it will have a frontage of 
192 feet, a similar frontage on Stone 
Street on the west, and 120 feet of front- 
age on Scott Street on the north and di- 
rectly overlooking Lake Michigan. It is 
a mile and a half north of Madison 
Street, which is the center of the Loop 
District, and is four blocks north of the 
National Life’s new site. 

Owing to the character of the nelgh- 
borhood the builaing will have a resi- 
dential appearance and is, therefore, 
after the style of a French palace. The 
first and second stories will be of cut 
,edford limestone and the third story, 
which will be set somewhat back, will 
have a tiled mansard roof. 

The London CGuarantee & Accident 
building will be a twenty-one story 
structure exclusive of the cupola and 
not including a story below the street 


level which will be used for shipping, 
ete. It is practically on the site of 
the old Fort Dearborn block house 
which was the most historic spot in 
Chicago. It is to be one of the chain 
of beautiful skyscrapers on Michigan 
Boulevard and River Street on which 
part of the building is to be located 
and which was formerly a street full 
of markets. It is to be made into a 
boulevard and will be called River 
Boulevard. 

The London Guarantee & Accident 
will occupy about six of the stories. 
Across the river from the London Guar- 
antee & Accident building is the famous 
Wrigley Building, now called Chicago’s 
most distinctive skyscraper. 

A building housing four fire insur- 
ance companies is also to go up on the 





North side. It is the new “America 
Fore” building of the American Eagle, 
Continental, Fidelity-Phenix and Farm- 
ers, of Iowa. The new building will be 
twelve floors, the top five of which 
will be occupied by the “America Fore” 
group. Each floor has a space of 26,700 
square feet. The remaining seven floors 
will be rented as office space. 

The American General, Chicago’s 
newest fire company, has secured the 
building at 324-6-8 North Michigan Bou- 
levard, Chicago, for its new quarters. 
It will be named the American General 
Home Office Building. 

The com: any was incorporated in De- 
cember with a capital of $200,000 and a 
surplus of the same amount. The stock- 
holders have just voted an increase of 
stock to make the company a million 
dollar compony. 

This company will have as a running- 
mate the Merchants Life and Casualty 
Co., writing complete life coverage and 
full casualty lines. 





CHOLMELEY-JONES DEAD 
Colonel R. G. Cholmeley-Jones, for- 
mer head of the War Risk Bureau, died 
this week . He was business manager 
of a magazine when he joined the army. 
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“Have Pity,” Begs this Heavyweight 








Because he was turned down on an 
Ordinary policy and told to change to 
an Endowment a heavyweight from St. 


Joseph, Mo., wrote an amusing letter 
to the Mutual Benefit, which Percy 
C. H. Papps, mathematician, read at 


recent banquets of the company in 
Boston and New York. This is it: 


Gentlemen: — Your’ representative 
here placed in my hands your amusing 
communication relative to turning me 
down on an Ordinary Policy, and re- 
quested him to make the change to 
an Endowment Policy. 

Why do you wish to.take a 
risk and pay twice as much in cash 
settlements, delivering a policy that 
must be paid for, by you, when the 
time is up in place of a policy with 
a very poor cash settlement, and one 
that you have to die to beat it. 

For the benetit of your official record 
I wish to notify you that I do not care 


poor 


PENN’S DOUBLE INDEMNITY 
Letter Sent to General Agents of Com- 
pany; What Entire Pre- 
miums Will Be 


The Penn Mutual announces the adop- 
tion of the Double Indemnity Plan, pro- 
viding double’ insurance _ protection 
where death results from injuries 
effected directly and evclusively by ex- 
ternal, violent and accidental means. 

This feature will be added to new 
policies in the form of a rider, of which 
a sample copy is enclosed for your 
information. <A careful study of its 
provisions should be made by yourself 
and all your agents so that its features 
may be properly presented to the public. 
(1) The Double Indemnity Benefit will 

apply to new issues only. 

(2) It will be issued only in connection 
with policies on the Ordinary Life, 
Limited Life and Endowment forms 
which contain the disability an- 
nuity feature. 

(3) It will not be related 
Joint Life policies. 

(4) It will be issued only to applicants 
between ages of 21 and 55, inclu- 
sive, 


to Term or 


(5) The maximum amount of insurance 
to which the Double Indemnity 
Benefit may apply will be $25,000 
for men. and $5,000 for women. 

(6) The Double Indemnity Benefit will 
not be issued in connection with 
under-average business or policies 
catrying an extra premium for occu- 
pation. 
On Ordinary Life and Endowment 
policies the extra rate for the Dou- 
ble Indemnity Benefit is $1.25 per 
$1,000, with corresponding rates for 
other forms. A pamphlet contain- 
ing these rates is now being printed 
for early distribution. 


Annual Extra Premiums per $1,000 for 
the Double Indemnity Benefit 
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Ordinary Life 10 Pay 20 Pay 

Age and Endow’t Life Life 
21 $1.25 $3.25 $1.93 
25 1.25 3.13 1.86 
30 1.25 2.96 1.76 
35 1.25 2.76 1.65 
40 1.25 2.53 1.54 
45 1,25 2.26 1.40 
50 1.25 1.98 1.25 
BS 1.25 1.64 1.25 


(9) Regular rates of new and renewal 
commissions will be allowed on ex- 
tra premiums for Double Indemnity, 
subject to the right of the company 
to modify or change such commis- 
sions for future business on sixty 
days ‘notice. 

REDUCES AWARD 
The Life Underwriters Association of 

New York’s reward for information on 

rebaters has been reduced from $1,000 

to $250. 


to make the change, but since taking 
the examination, I took several pills 
and have reduced my weight to 195 
pounds. I have found that an office 
man is generally granted a little excess 
baggage, but possibly your company 
wants living skeletons for risks. 

Gentlemen:—I am not kicking be- 
cause | did not pass muster of your 
official medical examiner, but thought 
possibly you might have a change of 
heart on account of my reduction in 
weight, and, by the way, when it gets 
hot, say men how I do perspire; and 
then my weight will pull down a few 
more pounds, but for me to weigh 
according to your official average, my 
bones will almost weigh that much, 
and I am not over-grown at that. 

Should you be able to digest this 
epistle and care to change your mind, 
wire at my expense. There are other 
salesmen and other companies that 
want a chance at the premium. 


A GOOD LIFE SALESMAN 
A remarkable record as a life insur- 
ance salesman, is that of W. J. Olive, 
of Holland, Mich., who has represented 
the Franklin in that city for nineteen 


years. Last year he won the first prize 
in the Franklin Agency Renewal Con- 


test, having a record of only one lapse 
for $1,000, out of an annual production 
of $413,000; and on every policy of the 
$412,000 which renewed, the premium 
was paid in full in cash. His record 
for three years just passed, shows a 
production of new business well over 
$1,000,000, and 65% of this consists of 
additional insurance on men who pre- 
viously held policies in the Franklin 
Company. 


Henry Farnsworth, general agent for 
many years of the Connecticut General, 
died in Hartford recently. 














American Central Life 


Insurance Company 
INDIANAPOLIS, 
Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 


INDIANA 











Mutual Benefit’s 
Tax Selling Letter 


TO THEM BY 








SENT LAWYER 
Wife Examined Six Weeks Before 


Death and Pronounced Free From 
Physical Ailment 


The Mutual Benefit is using as a sell- 
ing document this letter from a lawyer 
whose wife died and to whom the Com- 
pany paid a $100,000 claim. 

I received yesterday your check No. 
329,739, in full payment of the amount 
due under policy No. 861,445, issued 
upon the life of my late wife. Her 
death occurred November 21, 1921, and 
proofs of loss were delivered to your 
agent in this city, November 26, 1921, 
and were forwarded to you by the agen- 
cy. Your check above referred to was 
dated at Newark, November 29, 1921, 
and delivered to me December Ist, 1921. 

I am writing to acknowledge directly 





Our Expansion Program is 





M. E. Singleton, 
President 


Life Accident 


$101,066,946 


NEW BUSINESS PAID FOR IN 1921 


Revivals and Increases 
included 


GROWTH 


Admitted Assets 


Dec. 31, 1917 
$17,025,067.71 
Dec, 31, 1918 
$19,895,653.58 
Dec. 31, 1919 
$23,096,073.03 

Dec. 31, 
$28,213,266.79 
Dec. 31, 1921 


$33,844,502.91 
$340,417,028.00 


Insurance in Force 


| 
WE ARE GOING FORWARD — | 


Managers and General Agencies in large industrial centers | 
offer attractive connections to big writers and brokers. 


MISSOURI STATE LIFE 


Insurance Company 


1920 | 





rapidly progressing. Branch 


Home Office 
Saint Louis, Mo. 


Health Group 














the receipt of this check and my admi- 
ration of the promptitude with which 
your company has acted in the prem 
ises. I have had considerable experi- 
ence in connection with the adjustment 
of life insurance policies, but have 
never known of so prompt an adjust- 
ment with so little imposition of trouble 
or annoyance upon the part of the ben- 
eficiary. It would be impossible to con- 
ceive of a settlement so easily and sim- 
ply arrived at as far as the beneficiary 
of the policy is concerned. 

I may add that this policy was taken 
out for the purpose of enabling me to 
meet the estate and inheritance taxes 
that would be required to be paid in the 
adjustment of my wife’s estate, and the 
wisdom of such insurance could not pos- 
sibly be more distinctly exemplified in 
that it would otherwise have been im 
possible to meet these required tax pay- 
ments without the sacrifice of a very 
large percentage of the estate owing 
to the peculiar nature of the properties 
which it comprises. 

It may be of interest to you to be 
advised that six weeks prior to her 
death my wife had a complete physical 
examination by two physicians of high 
standing in this city, who pronounced 
her in every respect free from any 
physical ailment. I mention this as il- 
lustrating the uncertainty which at- 
taches to human life. 

With renewed assurances of my ap 
preciation of your courtesy and consid 
eration, I am. 


MUTUAL LIFE CENTENARIAN 

The Mutual Life has a policyholder, 
who is one hundred years old. Mr. Barr 
Spangler, of Marietta, Pa., celebrated 
his hundredth auniversary on January 
21, with a dinner tendered to him by 
the First National Bank of Marietta 
of which he is president. The dinner 
was attended by borough and _ state 
officials, the company numbering sixty. 
Congratulatory letters from President 
Harding and (Governor Sproul were 
read. Mr. Spangler is the only person 
in Marietta who has ever reached the 
century mark. He is the oldest active 
hank president in the United States. 
He is also probably the oldest active 
merchant in the country, and he is 


among the first at’ his store in the 
morning, and remains until closine 
time at night. He never misses th> 


Wednesday morning meeting of the 


bank directors, and until recently he 
has taken a long ride each mornin’ 


on horseback. 

Mr. Spanegler’s application to the 
Mutual Lifo was dated March 28, 1881, 
and he has been a member for forty 
years. 





HEADS FIELD FOR JANUARY 

EK. S. Albritton, of the Minnesota Mu- 
tual Life, led the entire field in his per 
sonal production record during January, 
his first month at Dallas, Texas, ac- 
cording to “Application,” a company 
organ. Mr. Albritton’s total for the 


month was more than $132,000, in spite 
of his new location and the necessity 
of doing a great deal of detail agency 
work. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 














The man of family who 

What $250 can save say $400 a year 

Will Do should set aside $150 of it 

for emergency purposes 

and the remaining $250 should be in- 

vested in a $10,000 life insurance policy. 

Why? asks Points, of the Mutual Life, 
and then answers: 

Because it would require twenty-two 
years of careful and systematic invest- 
ment of $250 per year, in any other 
way, at 5% compound interest to 
amount to $10,000. 

It would require more than twenty- 
six years for a deposit of $250 per year 
in a savings bank at 3% compound 
interest to amount to $10,000, and the 
man of the house may be totally and 
permanently disabled or may die within 
the year. His good intentions would 
then go for naught, and his family 
would be compelled to look elsewhere 
for their means of support. 

Now, what it requires twenty-two 
years of careful investment of savings 
to accomplish, and what it requires 
twenty-six years for the savings bank 
system to accomplish, a life insurance 
policy will bring about at once. Here 
it ig: 

A man around thirty-five years of 
age, in good health, whose occupation 
is not exceptionally hazardous, may 
buy $10,000 of life insurance at an 
average net expenditure of less than 
$250 per year. In this way, in the 
event of his death—even should it oc- 
cur within twenty-four hours after his 
insurance is placed—an_ estate of 
$10,000 is established. The proceeds of 
the policy, in the absence of a request 
to the contrary, will be paid to the 
family in a lump sum. 

A better way, however, is to have 
the policy payable on the Income plan, 
so much a month for a number of years, 
or for the lifetime of the widow. 

Of importance to the insured: The 
policy will contain a provision under 
which in the event of the insured’s 
total and permanent disability before 
he reaches age sixty, there will be no 
further premiums to pay and he will 
receive an income of $100 per month 
as long as he lives, with no deduction 
from the face of the policy at death 
Further: 

Should the insured die as a result of 
an accident and his death occur within 
sixty days after injury, double the face 
amount of the policy, namely, $20,009, 
will be paid to the heneficiary. 

There is nothing else in the wide 
world that will take the place of life 
insurance. It is possible for a man 
to give away all of his assets and 
chattels during his lifetime and _ still 
leave an ample estate, through life 
insurance, for the support of his wife 
and children. 

** 6 


One of the most successful 

Rejoices business men in Des 

in His Moines was talking recently 
Insurance about his life insurance pol- 

icies. He carries a total of 
$55,000 and nearly all of it is in the 
Bankers Life, of Iowa. He is more than 
proud of his insurance. He looks on 
his insurance policies as the best prop- 
erty that he has. He says that his in- 
surance policies give him more satis- 
faction than any other thing that -he 
owns. He started buying insurance and 
his aim was to build up $50,000 of paid- 
up insurance. He is a man under fifty 
now, but he has his $50,000 paid-up and 
is still buying more. 

The point of this story is in the fact 
that this man is a successful business 
man. He has made a comfortable for- 
tune out of his business, which is not 
a large business. He has made it by 
wise management and aggressive meth- 
ods. He could have used the same 


money that he put into life insurance 
to make much greater returns if he had 
put this money into his business, yet 
he bought his life insurance and bought 
it in sizable quantities and he is glad 
of it. He knows that it is safe; he 
knows that it is an anchor to the wind- 
ward; he knows that he has this life 
insurance estate and that it will always 
be ready for him no matter what hap- 
pens. His experience is the best kind 
of an answer to the man who says, “I 
can use my money much more profitably 
to myself if I put it in my own business 
rather than in a life insurance policy.” 


PROPER FRAME OF MIND 





If You Haven’t Got It You Cannot 
Write Business, Says Presi- 
dent R. F. Fry 





This clever letter was sent to the 
field force of the old Home Life, of 
Milwaukee, by President Fry: 

During the year 1921 J received quite 
a number of letters from men giving 
reasons why they could not do business. 
To each of them I felt like saying 
something like this: 

“That is the best reason I ever heard 
for not doing business. Now, get in 
the proper frame of mind—get busy 
do business—then give me the _ best 
reason for doing business.” 

When men give reasons for doing 
business and others offer excuses or 
reasons why they cannot do business, I 
send the latter the choice bits from 
the first and T follow the progress of 
the first, who is the business getter. 

It is just as easy to find reasons for 
how it can be done as to look, for and 
offer excuses how it cannot be done. 
The first is more satisfactory and profit- 
able. 

I am not interested in excuses this 
year. All I am looking for are reasons 
how to do it. 








Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST -LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1921: 


FL rer 





Capital and Surplus........ ii he 
a ae: eer err 


Payments to Policyholders................... = 1 435. 
Total Payments to Policyholders since Organization....................0455 $27,720,705 


JOHN G. WALKER, President 
































Agency Supervisor 
Wanted 
A Position With a Future 


A well known Connec- 
ticut Life Company 
requires the services of 
a young man to act 
as Traveling Agency Supervisor. 
Eastern territory, long actively and 
successfully operated. Thirty high 
grade agents now securing over 
$3,000,000 of new business per 
annum in that field. 
He will visit agents, work with 
them; secure new agents, train 
them; and maintain a_ general 
supervision over the field. Salary 
and traveling expenses. Commis- 
sions on personal business. 
For others, this position has been 
a stepping stone to promotion. 
Only such as appear able, ulti- 
mately to qualify for a Manager- 
ship will be considered. A young 
man under 35, of good education 
and personality, who has a clean 
record and ability to work with 
agents as a “closer,” will be pre- 
ferred. 
Give full history in first letter, 
and if possible send _ picture. 
Address in confidence: Agency 
Supervisor, care P. O. Box 1377, 
Hartford, Conn. 




















NOW IN WOOLWORTH BUILDING 


Brooks W. Logan, well known life 
insurance agent, is now making his 
headquarters on the twentieth floor of 
the Woolworth Building. 


=. 


HOME LIFE 


INSURANCE CO. 


NEW YORK 


WM. A. MARSHALL, 
President 





The 62nd Annual Report shows: 
Premiums received during the 


VOUS 1008. cactincve tcnakacedtied $6,990,547 
Payments to Policyholders and 

their beneficiaries in Deat 

Claims, Endowments, Dividends, 

ME. vscncccencahesnacacuvadummenua »740 340 
Amount added to the Insurance 
Meserve FPUMGe .cccccceccacccece 121,307 
Net Interest Income from Invest- 

TRANG? pn cicucddigdnucabatansebetadeand ,964,050 


($642,638 in excess of the amount 
required to maintain the reserve) 
Actual mortality experience 53.44% 
of the amount expected. 
Insurance in Force..........e0+.. $223,116,887 
PidmiticoR AGG ccccscccccecscces 43,222,328 





Kor ayency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 


























period. 
tionary period. 
ability. 


anniversary. 


the insuring public. 











e eye e S 
Improved Disability Provision 
Claim may be made us soon as disability occurs—no p. obationary 
Payments hegin immediately on approval of claim-—-no proba- 
Monthly payments, lifelong, conditioned on permanence of dis 
Immediate waiver of future premiums-——no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 
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A FINE APPOINTMENT 

Congratulations to Elliot H. Goodwin, 
resident vice-president of the United 
States Chamber of Commerce, Wash- 
ington, who has solved a difficult situa- 
tion, one that threatened a vital divi- 
sion of the chamber, by appointing 
James L. Madden as manager of the 
chamber’s insurance department. 

Mr. Madden is a young man of the 
technical, efficient, engineering type of 
mind who was appointed chief of the 
new policyholders’ bureau of the Metro- 
politan Life Insurance Company, a bu- 
(none of 
them trained in insurance), which is to 
offer helpful advice to group life insur- 
ance policyholders. This advice runs 
from about writing sales 
letters to pointers as to how to pick 
machine shop foremen. 


reau of young college men 


information 


The problem facing Mr. Goodwin was 
this: if he picked a sympathizer with 
stock company interests the mutuals in 
the United States Chamber would have 
felt that the chamber was out of sym- 
pathy with ‘t; if he had picked a mutual 
man, the stock companies might have 
withdrawn support. But by going out- 
side, and not lining up with either fac- 
tion, the insurance division of the great 
chamber is saved, and there is no limit 
to what such a division, when intelli- 
gently directed and free from partisan- 
ship, can do. 





A BIRD LOSS 
And, Take it From M. L. Bayern Co., 
It is a Bird of a 
Loss 





The M. L. Bayern Co., New York, has 
received a letter from a client, who has 
had a loss, which is self-explanatory: 

Gentlemen:—Last week there was a 
fire next door to me, and my apartment 
became filled with smoke and I have 
a canary bird hanging in the room that 
had the most smoke in it, and now the 
bird cannot sing any more. 

I had him to a bird store and the 
man there said that he doubts very 
much whether the bird will ever sing 
again, due to the smoke that went 
down the bird’s lungs. 

[ would therefore like to put a claim 
in for $15 for that is what I paid for 
my bird although it was worth much 
more than that. 

Kindly let me know by return mail 
what action you are going to take in 
this matter, trusting to receive a reply 
very soon, I remain, very truly yours. 


U. S. Chamber Names 
Man for Insurance 


BELONGS TO NO FACTION 





J. L. Madden, Young Business Effi- 
ciency Man, Has Been Head of New 
Department of Metropolitan Life 





James L. Madden, of New York, has 
been appointed manager of the Insur- 
ance Department of the United States 
Chamber of Commerce, succeeding lL, 
B. Trezevant, who relinquished that 
position some months ago to undertake 
new duties for the organization in New 
York. Mr. Madden, who will begin his 





J. L. MADDEN 


work with the chamber about the mid- 
dle of March, has been director of the 
Policyholders Service Bureau, maintain- 
ed by the Metropolitan Life. He is a 
graduate of Washington College and a 
holder of a law degree from New York 
University. During the war he was in 
the Ordnance Department, engaged in 
the work of speeding up production in 
munitions plants. 

The Chamber’s Insurance Department 
was created to promote the expansion 
of American insurance nationally and 
internationally and to bring the seller 
and buyer of insurance into agreement 
regarding the fundamental principles of 
insurance. It is not intended to take 
the place of nor to duplicate the work 
of insurance business. It will form a 
medium for expression of opinion by 
all classes of insurance on current busi- 
ness subjects, just as the chamber as 
a whole is able to perform a national 
service in obtaining and presenting the 
consensus of business thought for the 
benefit of the government and the 
public. 

Aside from its function of co-ordinat- 
ing the common interest of the insur- 
ance field, the Insurance Department 
will render a direct service to the 
chamber’s insurance clientele and also 
will supply to business men generally 
detailed information regarding insur- 
ance problems, 

“In selecting a new manager for the 
insurance department,” said Elliot H. 
Goodwin, resident vice-president of the 
chamber, ‘we have sought the services 
of a man who is not a partisan of any 
branch of the insurance industry. The 
new manager of the department has not 
been selected because he is a life man 
or a fire man, a mutual man or a stock 
company man, but because he is a man 
we believe can carry out and expand the 
policies of the chamber. 

“A canvass of the country was made 
to secure the right man, a man who 
would be able to give to the member- 
ship of the chamber such information 
regarding insurance matters as is being 
furnished regarding manufacturing, dis- 
tribution, financial and transportation 
affairs by other chamber departments.” 

Commissioners Ramey, Kentucky, and 
Savage, Iowa, and Sam Crawford, re- 
insurance man, were among the twenty 
candidates for the office. Ramey was 
out of the running, as he was the candi- 
date of a stock company insurance 
paper and Crawford was regarded as 
the representative of the mutuals. 


Greene & Goetschius 
Strong Combination 


MERGER MADE OF TWO OFFICES 


G. A. Goetschius a Pioneer in Automo- 
bile Underwriting; Alexander 
Greene Good Producer 





An important merger of general 
agencies in the metropolitan district 
was announced this week in the con- 
solidation of G. A. Goetschius, Inc., and 
Ballard & Greene, who will be known 
as Greene & Goetschius, with offices at 
83 Maiden lane, and will have the gen- 
eral agency automobile representations 
of the Fireman’s Fund and the Home 
Fire & Marine. The Goetschius Office 
had the Fireman’s Fund and the Bal- 
lard & Greene office the Home Fire & 
Marine. The two agencies last year did 
about $1,250,000 in premiums between 
them. 

M. L. Ballard will become a broker 
of life and other lines. The merger of 
the two New York corporations, how- 
ever, does not affect the Ballard & 
Greene New Jersey corporation. In 
that state Ballard & Greene have the 
Automobile of St. Louis and the Ameri- 
can Central, The Ballard & Greene 
offices at 49 Maiden lane will be given 
up. 

G. A. Goetschius is a pioneer in the 
automobile insurance game and proba- 
bly knows as much about it as anybody 
in this town. He is a careful under- 
writer and a positive personality. For 
twenty-six years he has been in insur- 
ance, starting with the old Guardian of 
London. His next position was with 
Frank Ross in an up-town agency at 
Twenty-third street and Third avenue. 
After some experience with the old 
Phenix and the North British & Mer- 
cantile, he went into the brokerage 
game and was secretary first of Fox & 
Pier and then of Rodgers & Carr, Inc. 





Fevewdl Leash 
to Miss Lank 


The waiter was the only man present 
at a unique luncheon given at the Drug 
& Chemical Club, New York, on Tues- 
day by Miss Maude E. Inch, of the In- 
surance Society of New York; Miss 
Helen M. Garvin, of the loss department 
of the North British & Mercantile. and 
Miss Emma David, secretary to C. R. 
Pitcher, of the Royal. 

The guest of honor was Miss Geor- 
giana P. Lank, a name strange to most 
of the insurance fraternity, many of 
whom, however, know that G, P. Lank 
is secretary te the Eastern Union. The 
lunch was a farewell to Miss Lank’s 
retirement from William street, which 
is scheduled from March 1. Recently 
she married A. G. MacFarland, of the 
editorial staff of the “Evening Mail,” 
and she will quit business. 

Miss Lank joined the insurance fra- 
ternity at the home office of the Hart- 
ford, where she was for five years in a 
secretarial position. She came to New 
York to go with the Continental. When 
the Eastern Union was reorganized she 
became secretary to Howard DeMott, 
then secretary of the Eastern Union, 
remaining as the secretary of E. U. 
Richards, and when Mr. Richards re- 
signed, she became acting secretary for 
a period of three months. It is pre- 
sumed that fire insurance executives 
looked for a man to fill this important 
office, requiring diplomacy, discretion 
and skillful management, but before the 
three months were up company officials 
became convinced that Miss Lank had 
earned the position permanently. 

In addition to having the required 
executive talent, she is a woman of per- 
sonal charm and will be missed, 





Walter C. Howe, former special agent 
of the London & Liverpool & Globe, has 
been appointed assistant manager of 
the Metropolitan Department at 80 
William street. 











The Human Side 














W. M. MULHERON 





William M. Mulheron, who succeeds 
the late J. J. Phelan as manager of the 
Brooklyn office of the Aetna Life and 
Affiliated Companies, has been with that 
progressive outfit for several years, and 


‘for two years was manager of the Fifth 


Avenue branch office. He is a first- 
class line stimulator and will make 
friends rapidly in Brooklyn. As mana- 
ger of the Fifth Avenue office, John B. 
Clarke, for ten years connected with 
the 100 William Street office, has been 
appointed. He has been acting as as- 
sistant superintendent of the compen- 
sation and liability department. He is 
a good, all-around insurance man. 
* 

H. N. Pinkham, of Portland, Me., who 
was recently appointed general agent of 
the United States Casualty, is some 
busy person for a man 65 years old. He 
has represented the Fidelity & Casualty 
of New York and the Liverpool & Lon- 
don & Globe forty-four years. As presi- 
dent of Dow & Pinkham, Inc., and as 
an independent adjuster of fire losses 
for companies only he found life too 
dull. He has, therefore, taken a roam- 
ing commission for Edson S. Lott, pres- 
ident of the United States Casualty and 
will travel through the United States 
and Canada when he has time away 
from his other duties, for the purpose 
of appointing new local and general 
agents of the United States Casualty. 





WILLIAM J. KELLY PROMOTED 


William J. Kelly has been appointed 
manager of the New York office of the 
Maryland Casualty Company and Rex- 
ford Crewe succeeds him as assistant 
manager. Mr. Kelly’s promotion is a 
recognition of his nineteen years’ ser- 
vice in New York for the Maryland Cas- 
ualty Company and of his ability in the 
casualty insurance field. Mr. Kelly has 
been assistant manager, working with 
Eugene F. Hord, resident vice-president 
of the company in New York. Mr. 
Crewe was formerly outside special 
representative in tne New York terri- 
tory, 





NEW SPECIAL AGENT 
The American Eagle Company has ap- 
pointed Harold Bross as its new special 
agent at Rochester, N. Y. He was for- 
merly a special agent connected with 
the Percy Dutton General Agency at 
Rochester. 


BRADT TO BE A LOCAL 


Harry V. Bradt, special agent for the 
London Assurance Corporation at Syra- 
cuse for Western New York, has re- 
signed to take effect March 1. He goes 
into a local agency at Syracuse as man- 
ager. 
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Loukeeilte Board 
Now Breaks With 
National Board 


OVER CORPORATED AGENCIES 





Agents Enraged Because National 
Board Opposes Its Uneconomic 
Licensing Bill 





Not satisfied with resting upon laur- 
els won after winning the respect of 
the community which its members have 
served with distinction and real public 
service for many decades that silk-stock- 
ing organization, the Louisville Board of 
Fire Underwriters, now finds itself in 
opposition to the National Board of Fire 
Underwriters because the last named 
body has not only been unable to en- 
doise the action of the Louisville board 
in introducing in Kentucky a bill which 
would prevent corporations from doing 
business in Louisville, but instead 
sent Attorney Palmer and Long, of its 
legal staff, to Frankfort for the purpose 
of opposing the measure. Enraged at 
the National Board’s action, the Louis- 
ville Board has despatched a long wire 
to the National Board protesting against 
“this ruthless policy.” The Louisville 
Board’s telegram is self-explanatory: 


Resolutions adopted unanimously at the Louis- 
ville Board of Fire Underwriters at a meeting 
February 20, at which about 75% of our mem- 
bership were present: 

Whereas, the local agents of Louisville, mem- 
bers of the Louisville Board of Fire Under- 
writers have always co-operated with the Na- 
tional Board of Fire Underwriters in such way 
as to win the commendation of the company 
representatives; and 

Whereas, the Firemen’s Insurance Company, a 
member of the National Board, about pon tl 
months ago, appointed the Fidelity & Columbia 
Trust Co. as its agent in Louisville, ignoring 
the respectful request of the National Associa- 
tion of Insurance Agents, against the further 
extension of banks as insurance agents and com- 
pletely overriding the local board rules and the 
ruling of the insurance commissioner of this 
state; and 

Whereas, the said Firemen’s Insurance Co., 
since appointing this big bank as agent, has 
indicated its determination to wreck this local 
board and create conditions in Louisville that 
are harmful to both companies and agents, an 
attitude manifested by the appointment of C. C. 
and G. Y. Hieatt and H. J. Scheirich, the presi- 
dent and vice-presidents of the Consolidated 
Realty Company, another large financial and real 
estate company; and, by asking for solicitors or 
agents’ license for about seventy individuals 
exclusive of the hundreds of stockholders of 
these two institutions who participate in the 
profits through dividends, all of which is con- 
trary to the rules of our board and contrary to 
our understanding of good practices and ethics 
of the business, creating chaotic conditions here 
that will surely be harmful to the business as a 
whole; and 

Whereas, the local agents, in an effort to 
save the life of the board and prevent the 
destruction of their business, caused to be in- 
troduced in the Kentucky le gislature an amend- 
ment to the laws that would establish the origi- 
nal intent of the statute and remedy the defect 
as shown by legal proceedings when the insur- 
ance commissioner was enjoined from revoking 
the license of L. W. Botts, president of the 
Fidelity & Columbia Trust, the proposed amend- 
ment having the approval of the special agents 
of this state, as well as that of the insurance 
commissioner; and 

Whereas, the National Board, as represented 


by a subcommittee of the Laws Committee at 
Chicago, which, we understand, is composed of 
Neal Bassett, of the Firemen’s; John Carr, of 
the Hartford; Ralph B. Ives, Aetna; Charles E. 
Sheldon, American; and John C. Harding, 
Springfield, aligned themselves squarely on the 
side of the Fidelity & Columbia ‘Trust in oppos- 
ing the amendment to strengthen our state laws 
to where it was intended to be; and in so doin 
they did not consult either their state agents 
organization nor this board that had always 
worked with them on legislative matters but had 
their attorneys make repeated trips to this state 
as did Neal Bassett, and every influence is be- 
ing brought to bear on our legislature, creating 
the unusual situation of using the Kentucky 
Bankers’ Association as against their local agents 
and their field men who understand conditions 
as they exist, it being a common sight in our 
legislative halls to see two highly paid lawyers 
versed in the ways of legislative matters repre- 
senting the National Board of Fire Underwriters 
walking about with the president of the Fidelity 
& Columbia, or with the attorneys for this trust 
company, planning and maneuvering against a 
group of local agents who have also employed 
an attorney and are putting up the best fight 
for their lives that they know how; therefore, 
be it 

Resolved, that it is with regret that we note 
the ruthless policy of the laws committee of the 
National Board and what appears to be its utter 
disregard for the organized local agents; and 
be it further 

Resolved, that a copy of this resolution be 
sent to the National Board, etc. 

Signed: A. H. Robinson, chairman; C. D. Har- 
ris, R. R. Williams, Theodore Weisenberger, 
John J. Barrett, W. M. Watson, secretary. 


The action of the Louisville Board 
in introducing its bill to prevent cor- 
porations from doing insurance in 
Louisville was taken without consulta- 
tion with underwriters or National Board 
committeemen, although there was a 
conference last Summer between the 
National Board committee and National 
Association of Insurance Agents’ com- 
mittee at which a model resident agents’ 
act of an entirely different nature was 
agreed upon. 

If the Louisville agents’ bill went 
through, such incorporated agencies, for 
instance, as that of Boynton Bros. & 
Co., Perth Amboy, N. J., a leading mem- 
ber in which is the former president of 
the agents’ association, could not do 
business if it were transplanted to the 
Blue Grass State. The bill is generally 
regarded by underwriters as unconstitu- 
tional, uneconomic and an attempt to 
exercise arbitrary power. 





BADGER ON STATE MONOPOLY 

A report that W. O, Badger, Jr., and 
Samuel Untermyer, with whom he was 
associated in the Lockwood committee 
counsel, had split arose from a letter 
which Mr. Badger sent to Secretary 
Willoughby, of the Insurance Federa- 
tion to the effect that Mr. Badger is 
opposed to state compulsory compen- 
sation insurance. He says that the 
present law is an equitable plan in that 
it does not force the public to take 
out insurance in either stock or mu- 
tual companies, but permits choice of 
stock, mutual, State Fund or self-insur- 
ance. “Surely the fact that the insured 
has deliberately chosen to place but a 
small percentage of the business with 
the State Fund is not an argument in 
favor of that form of insurance,” he 
says. 
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MARINE AND FIRE INSURANCE COMPANY, Limited 
——— == 
UNITED STATES FIRE BRANCH 


J. A. KELSEY, General Agent 
80 MAIDEN LANE, NEW YORK 




















The Spirit of Cleveland is 
the Spirit of Progress 


The City of Cleveland was founded in 1796 in what was 
then known as The Western Reserve, considered a part of 
Connecticut, and populated by hardy pioneers of old New 
England stock. Sixty years ago Cleveland was the forty-third 
city in the United States. At that time every city now leading 
it ranked in the first eight. Cleveland has doubled its popu- 
lation every twenty years until now it is the fifth city. A 
steady and consistent expansion of industrial and business 
activity has taken place through all the years to the present 
time, with none of the elements of mushroom growth to 


mar that confidence which has characterized this progressive 
city from the start. 


A progressive institution, embodying in every way the 
spirit of Cleveland Progress whilst holding fast to those sub- 
stantial ideals of the early pioneers which have done so much 
in building this great city along truly great lines, is 


The Cleveland National 


Fire Insurance Company 
CLEVELAND, OHIO 


E. Kimball, President - Wm. C. Doolittle, 
Asst. Sec’y-Treas 
Archibald Kemp, Sec’y-Treas. and Managing Underwriter 
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LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corporation 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 0063-0064-0065 
BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., ef Eng. 

Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 

Detroit F. & M. Ins. Co. of Mich. London & Scottish Assu. Corp. 
(Casualty) Indemnity Ins. Co. of N. A. 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 


Firemen’s Ins. Co. of New Jersey 
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What is Insurance? 
Is it a Profession? 
Views of Underwriters 


NOT 





EXECUTIVES DO AGREE 


Shallcross, Clark, t~vans, Smith, 
Ludlum and Smalley Tell What 
They Think 





book on fire 
argument is 


The Glens Falls little 
insurance, in which the 
made that insurance is both a profes- 
sion and a business, again brings up a 
question which is often heard at agency 
meetings. The Eastern Underwriter has 
asked several prominent people in the 
business to give their views, which fol- 
low: 

C. F. Shallcross, United States mana- 
ger of the North British & Mercantile: 
You ask me whether fire insurance is a 
profession or a career and say that one 
of the leading fire companies asserts 
that to call fire insurance a profession 
is an affectation. 

In 1920 premiums were high, losses 
and expenses low, and fire insurance 
was a profession. 

In 1921 it was a business and a bad 
one. 

In 1922 it will be an occupation, cut 
ting short the career of some more 
companies. 

William B. Clark, president of Aetna: 
Responding to your inquiry, whether to 
regard fire insurance as a profession or 
a career, my answer is simply “both.” 

Henry Evans, chairman of board, 
American Eagle, Continental, Ficlelity- 
Phenix, Farmers of Cedar Rapids: In 
surance is a business, not a profession, 
in my opinion. 

H. A. Smith, president of National: 
Of course, fire insurance is a profes 
sion. Why waste time and paper argu 
ing about it? Webster and other good 


dictionaries must be readily accessible 
to everyone. 

Because they are commercial, too, is 
it an affectation to call the law, medi- 
cine or teaching professions? I never 
heard anyone criticize the application 
of the term, even to Mrs. Warren’s pro- 
fession. 

But what difference does it make, 
whether fire insurance is a profession, 
a career, an affectation or just a sor- 
did means of livelihood? Why don’t 
you take up something worth while? 
How can we reduce the fire waste? 
Why should the American people delib- 
erately sacrifice their prosperity, pres- 
tige and progress by shackling our in- 
itiative, enterprise and success with 
oppressive legislation and supervision 
and confiscatory taxation? Why should 
we elect law makers who either have 
no sense of justice or regard for prop- 
erty rights; no respect for personal lib- 
erty; no interest in fostering enterprise 
or else are too cowardly to vote as they 
think? Modern exemplars of the man 
described in Beveridge’s Life of Chief 
Justice Mapshall, “That pest of all de- 
mocracies, the uninformed and inces- 
sant demagogue, whipping up and then 
pandering to the passions of the multi- 
tude.” How can we hasten a return 
to sanity and fairness—get the people 
back onto a live and let live basis? 
Eradicate the politically inspired sel- 
fish desire to put all the burden, 
whether of taxation, work, courtesy or 
pleasure onto the other fellow instead 
of each one bearing his share? 

If you will give me the answers to 
these questions I will feel our time has 
been well spent and we are getting 
somewhere. 

C. A. Ludlum, vice-president of the 
Home: I have been rather inclined to 
regard calling the business of fire in- 
surance a profession as somewhat of a 
pretention. It does not need an ex- 
pression smacking of self-conceit to 
bolster it up as an important, estimable 
business offering a highly creditable 
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Metropolitan Fire Agent 
C. G. Smith 
1 Liberty Street 


Service Department 
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SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


New York Offices 


Geo. A. Hill, Jr., Special Agent 


Cash Capital $2,500,000.00 


General Marine Managers 
Talbot, Bird & Co., Inc. 
63-65 Beaver Street 


Metropolitan Auto Agent 
Leslie D. Forman 
75 Maiden Lane 























and satisfactory business’ career to 
those who follow it worthily and en- 
gage in it with diligence and compre- 
hension. It utilizes technical, economic 
and administrative faculties and train- 
ing, and rewards study, intelligence and 
industry in its pursuit. But so do other 
businesses which do not affect to call 
themselves professions—except, maybe, 
as any line of occupation which one 
takes up and follows as a vocation may 
be in a broad sense regarded as his 
profession. 


F. M. Smalley, secretary, Glens Falls: 
Some insurance men think it an affec- 
tation to speak of their business as a 
profession. In the case of all such 
critics this is probably true, but it is 
just as true that fire insurance is a 
profession to many of the most pro- 
gressive and influential agents. Our 
little book defends the latter view and 
seeks to support it with reasons. Its 








Actual market value for all securities 





D. H. Dunham, President 
Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurcur 
A. B. Hassinger, Ass’t Sec’y. 
John A, Snyder, Secretary 


THE 
MECHANICS 
INSURANCE CO. 
of Philadelphia 


Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 


Capical ..........$ 600,000 


Reserve  Reinsur- 

ance Fund....., 1,465,929 
Reserve all 

liabilities ...... 159,857 
Net Surplus ...... 564,541 
WN icisccccwees $2,789,828 


Policyholders Surplus, $1,164,547 





D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H, Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


ot Newark, N. J, 
Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 
Capital ..........$1,250,000 


Reserve’ Reinsur- 
ance Fund ..... 5,191,079 


Reserve all other 
liabilities ...... 1,205,847 


Net Surplus ..... . 2,086,742 


Total ............$9,733,168 
Policyholders Surplus, $3,336,742 

















H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 
John Kay, Treasurer 
A. H. Hassinger, Ass’t. Sec’y. 


THE 
Girard F.& M. 
INSURANCE CO. 
of Philadelphia 
Organized 1853 
Statement February 16, 1921 
ASSETS AND LIABILITIES 


Capital ...........$1,000,000 


*Reserve Reinsur- 
ance Fund ..... 2,295,788 


*Reserve all other 
liabilities ....... 


Net Surplus ...... 


260,940 

449,841 

Total ............$4,006,570 

Policyholders Surpius, $1,449,841 
“As of December 31, 192. 
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purpose, therefore, is both educational 
and inspirational. 
Says Dr. Stevenson 

Dr. John A. Stevenson, one of the 
great educators in the business, second 
vice-president of the Equitable Life As- 
surance Society, discusses this very 
question in his new book on insurance 
selling, just out and published by Har- 
per & Brothers. He says in part: 

“The somewhat indiscriminate use of 
the word profession is due to the fact 
that a profession demands that its mem- 
bers have a certain amount of knowl- 
edge and acquire a certain degree of 
skill before they undertake the work 
that they have chosen. Knowledge and 
skill are essential to the professional 
man, but they alone do not make the 
distinction between the professional 
man and the man engaged in any other 
occupation. There is no fixed number 
of professions, but if we listed the so- 
called ‘recognized professions,’ such as 
medicine and teaching, on the one side, 
we should find that the work involved 
in each case was work for the benefit 
of others rather than solely for oneself. 
Moreover, if we should list on the same 
side of the line those occupations which 
are evolving as recognized professions 
we should find that when an eagerness 
for the service of others, and a readi- 
ness for co-operation for unselfish ends, 
marked the efforts of those engaged in 
an occupation, this occupation was al- 
ready considered as entering the list of 
‘recognized professions.’ It was but a 
short time ago that such professions 
as law and medicine were in this pro- 
bationary stage. They are striving for 
higher ideals, but they are admitted as 
‘professions’ because the knowledge and 
skill of their members have been used 
for the benefit of others to such an 
extent that the world considers them 
as entitled to the title of distinction.” 


JOY FOR THE GENERAL AGENT 

When you get a statement from the 
home office calling your attention to 
the fact that premiums have fallen off, 
and all the merchants are reducing 
their stocks and ‘not taken’ policies 
fill the mails, 

And the losses keep piling in, 

And someone in the office pulls a 
“bull” that gets you in bad with one 
of your best agents, 

And you are feelin’ mighty blue; 

Then one of your agents writes in 
and says: 

“You have the best organization of 
any insurance firm that I ever did busi- 
ness with. Your firm is certainly com- 
posed of a bunch of live wires,” 

Oh-h-h-Boy! <Ain’t it a Gr-r-r-rand 
and Glor-r-r-rious Feelin’!—T. E. Bran- 
iff, Oklahoma City. ‘a 





Harry Dunn, an examiner of the fire 
insurance division of the New York In- 


surance Department, died this week. 
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Timothy Cole And 
Hartford’s Trademark 


HE’S LEADING WOOD ENGRAVER 








Seventy and Retired, But Agreed to 
Accept Commission to Make 
This Engraving 





A story is told of an English lady 
who came for tea and stayed seven. 
teen years. There is a parallel in the 
history of the Hartford Fire Insurance 
Company; a famous American artist, 
commissioned to reproduce an Italian 
masterpiece, who remained abroad for 
twenty-seven years. Here is the story 
of this artist and his connection with 
the “Old Hartford.” 

For over a century the Hartford has 
been building its good name. For 112 
years it has not failed to pay a single 
honest claim. And that is a wonderful 
record when one takes. into considera- 
tion the business depressions, panics 
and terrible conflagrations which have 
caused staggering losses in some of 
our largest cities. The Hartford Fire 
Insurance Company has weathered 
every storm and come through with 
its position more definitely assured 
than before. 

Trademark Symbolizes Com any 

The company is symbolized by the 
Hartford trademark; the mark which 
stands for the good name of the Hart- 
ford Fire Insurance Company. 

The company felt that the presenta- 
tion of the trademark was of the ut- 
most importance: that it should be re- 
produced in a manner worthy of the 
esteem in which it is held. 

The officers knew that a wood-cut of 
the trade-mark would best reproduce 
all the beauty of Landseer’s original 
painting, so, as all authorities agree 
that Timothy Cole is the leading wood- 
engraver of America, he was naturally 
first choice. But there the company’s 
troubles started. 

Mr. Cole, having reached the age of 
seventy years, had retired; it was said 
that he no longer accepted any com- 
missions; that he had gone off into 
the country to spend the rest of his 
days in work upon an elaborate engrav- 
ing which is to be his masterpiece. 

Found in Poughkce-sie 

The trail in search of Timothy Cole 
led through newspaper offices, through 
the editorial rooms of Scribner’s Maga- 
zine and the Century, for which he had 
done so much wonderful work; through 
libraries and art institutes. Finally. 
the trail led to a shady lane at Pough- 
keepsie, high on a hillside that watches 
the silver Hudson flow by. And there 
he was found. 

A little old gentleman with snow 
white hair, a ruddy face, and a kindly 
smile, Timothy Cole does not impress 
one aS a man who has been received 
at European courts, for he cares little 
for dress, and yet his was a familiar 
figure at Rome, at Vienna, at London, 
and at Berlin. He seems to fit so 
perfectly into his present setting that 
one cannot imagine him in any other. 
His home is the tiniest of cottages, 
covered to the roof-tree by climbing 
vines. All about it are old-fashioned 
flowers: hollyhocks, peonies, and great 
nodding sunflowers. 

Mr. Cole was by a rambling old 
arbor, picking bunches of purple grapes 
and examining ezch bunch as a master 
regards his handiwork when the Hart- 
ford representative called. 

Mr. Cole smiled when he heard his 
request. “I’m afraid I shall have to 
disappoint you,’ he said. “I have de- 
cided to take no more commercial work. 
I am getting along in years, you know, 
and there are many, many beautiful 
things which I ghould still like to en- 
grave before I die. But come into the 
house where we can talk in comfort.” 

Inside, the house is as characteristic 
of Timothy Cole’s simple tastes as it 
is on the outside. Just a few of his 
choicest prints on the walls, two or 
three etchings by an old friend, dimity 








Oo 
ORGANIZED 3 


1853 


CASH CAPITAL 
$12,000,000 

















A 49% INCREASE 


January activity in building construction 
was 49 greater in volume than in the cor- 
responding month of last year, according to 
the I. W. Dodge Company, statistical 
experts. Ina territory comprised of twenty- 
seven states, contracts awarded in January 
amounted to $166,000,000, a figure that has 
been exceeded only once in many years. 

‘ire Insurance protection is prominently 
associated with all new construction, so 
this very healthy condition in the building 
field should be reflected in increased premi- 
um income for local agents. 


Home Agents are especially well equipped 
to care for the insurance needs of property 
owners because they can provide protection 
in The Largest and Strongest lire Insur- 
ance Company in America. 









THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


NEW YORK OFFICE: 56 CEDAR STREET 





Aircraft, Automobile (Complete Cover in Combination 
Policy), Earthquake, Explosion, Fire and Lightning, Flood, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits and 
Commissions, Rain, Registered Mail, Rents, Rental Values, 
Riot and Civil Commotion, Sprinkler Leakage, Tourists 
Baggage, Use and Occupancy, Windstorm. 
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curtains at the windows, and a sturdy 
work bench where the north light 
shines brightest. 
His Rockefeller Portrait 

During the conversation Mr. Cole 
suddenly drew from a drawer a print 
of his latest work, a reproduction of 
the famous portrait of Rockefeller 
painted by John Singer Sargent. Mr. 
Cole had been commissioned by the 
oil magnate to do this engraving. 
When it was completed, fifty prints 
were pulled on Japanese paper with 
one of the old screw presses, such as 
Benjamin Franklin used, and which are 
still the most effective for printing 
from wood-cuts. Then the engraving 
was destroyed so that none but these 
fifty prints can ever be made. 

Gradually, Mr. Cole brought forth 
others of his treasured prints and, with 
each, told some little anecdote or some 





story of great difficulties which had 
to be overcome in making it. In nearly 
every case his cngravings were repro- 
ductions of famous paintings. 

“But, Mr. Cole,” the Hartford man 
said, “you are showing me print after 
print no more beautiful and no more 
interesting than the painting we ask 
you to reproduce; Landseer’s ‘Monarch 
of the Glen’ has charmed thousands. 
As that is the Hartford trademark, all 
we are asking of you is that you shall 
reproduce another of the world’s favor- 
ite paintings just the same as you have 
done for years.” 

Mr. Cole secmed not to hear. He 
sat wrapped in thought. Suddenly his 
cheerful smile began to creep over his 
face one more and he seemed to see, 
again, the famous painting hanging in 
its shadow-box on the wall of the fam- 
ous London gallery which is its home. 
“Well, why not,” he said. “It is just 
another famous painting, as you said. 
You are a good salesman. I will do 
the work for you but you must give 
me all the time I want.” 

“Take your own time and name your 
own price,” the Hartford man replied. 
At that moment he would have offered 
Timothy Cole a fortune. 

Name Famous Throughout World 

That is the story of how this master 
engraver of the age came to reproduce 
the Hartford trademark. Twenty years 
ago his name was known the world 
over. His position as dean of the 
American School of Wood Engraving 
has never been challenged, and most 
art critics claim that his work has 
never been surpassed. 

In 1875 Timothy Cole went with the 
Century Magazine, then known as 
Scribner’s Monthly. He was doing 
excellent work at this time and in a 
few years was recognized as one of 
America’s foremost engravers. 

One day some of the editors of 
Scribner’s were lunching together and 
the talk turned to Cole and his work. 
“What a shame,” remarked one of them, 
“that with his extraordinary ability, 
he can only reproduce second rate pic- 
tures and copies of originals. What 
a wonderful education it would be for 
the American people if they could view 
the world’s most famous paintings 
through the eyes of Timothy Cole.” 
The idea spread and in 1883 the artist 
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was commissioned to go to Italy and 
copy some of the famous works of art 
in Italy’s galleries. 

That was the beginning of an extend- 
ed stay abroad. Cole’s work was re- 
ceived at home with great enthusiasm. 
On an average of once a month he 
sent back a reproduction of a famous 
painting which was published in Scrib- 
ner’s and admired from one end of the 
country to the other. 

His wood-cuts are characterized not 
only by the marvelous technique of a 
master but the wonderful interpretation 
of the spirit of the original. The cam- 
era and four color printing now repro- 
duce pictures that approximate the 
originals far more closely than was pos 
sible in Cole’s early days but still the 
wood engraving remains supreme for 
reproducing the spirit of the artist as 
well as his work. Seeing a Timothy 
Cole wood-cut of a famous painting is 
not seeing the original work but it is 
the next best thing to it. His handling 
in black and white of the artist’s full 
colored mesterpiece is uncanny in its 
realism. His work will ever remain 
fresh and vigorous, charming critic and 
layman alike. 

“The Monarch of. the Glen” 

Timothy Cole expected to stay abroad 
for a short time; it was twenty-seven 
vears later when he set foot again on 
his native soil. Ten years he remained 
in Italy alone, drawing deeply on that 
country’s lavish supply of art treasures. 
From Italy he went to the Dutch Neth- 
erlands for four years, from there to 
England, from England to Spain, and 
finally to France. He was greeted 
royally wherever he went but he wasted 
no time on ceremonies. His figure was 
familiar in every gallery of Europe. 
Raphael, Rubens, Rembrandt, Vales 
quez, Whistler, Watteau—his work in 
cludes the greatest artists of all times. 
Medals and honorable mentions were 
showered on him on every hand and 
when he returned to this country to 
start work on a_ series of American 
masterpieces, his fame was world-wide. 

It will be still i 


brighter because of 
his work on “The Monarch of the 
Glen.” 


NEWARK FIRE’S GOOD STATEMENT 
Oldest Organization in New Jersey Has 
Assets of $3,915,486.21; 111th 
Annual Statement 





The Newark Fire insurance Company 
of Newark, N. J., the oldest fire insur- 
ance company in that state, has just 
issued its 111th annual statement, which 
as usual is a very satisfactory one. The 
statement as of January 1, 1922, is as 
follows: 

Assets—Cash in banks and _ office, 
$287,757.79; bonds, $2,596.341.00; stocks, 
$358,451.50; loans on bond and mort- 
gage, $232,275.30; real estate owned, 
$186,226.47; premiums in course of col- 
lection, $479,001.80; accrued interest 
and other assets, $97,664.45. Total as- 
sets, $4,237,718.31. 

Liabilities—Reserve for unearned pre- 
miums, $2,184,729.94; reserve for losses 
in course of adjustment, $429,737.32; re- 
serve for all other liabilities, $102,- 
904.77; cash capital, $500,000.00; net 
surplus over capital and _ liabilities, 
$1,020,346.28. Total capital and liabili- 
ties, $4,237,718.31. 

Surplus to policyholders, $1,520,346.28. 

The officers are: Alexander R. Mon- 
roe, president; Thomas L. Farquhar, 
vice-president and secretary; Thomas 
D. Richardson, treasurer; Clarence E. 
Titsworth, assistant secretary. 





NEW PARTNER FOR TURNER 

The law firm of Turner, Merrell & 
Locke with offices at 551-557 Lemcke 
Annex, Indianapolis, has been expand- 
ed to include Claris Adams, of Adams 
& Stevenson. The new partnership is 
known as Turner, Adams, Merrell & 
Locke and the offices will be main- 
tained at the same location. G. Edgar 
Turner, the senior partner, is manager 
of the Casualty Insurance Information 
Clearing House. Mr. Adams is a good 
trial lawyer. 





Big Sale of Fine Silks 
By the Salvage Co. 


REALIZED 





PRICES ARE 
Fine Furniture and 2,500 Rolls of 
Linoleum Are Also Sold at 

Auction at Warehouse 


GOOD 


Buyers and jobbers of fine furniture 
had a fleld day ijast Tuesday, when the 
Underwriters Salvage Company sold 
some stock from Frederick Loeser & 
Co.’s store in Brooklyn, at public auc- 
tion at its warehouse, 5 to 15 Sullivan 
street, this city. There were buyers 
present from ali parts of the country 
to bid on the furniture, which was only 
slightly damaged by water and smoke, 
from a fire which took place in the 
Loeser store a few weeks ago. The 
bidding was spirited, as there was con- 
siderable competition and excellent 
were realized. 

The Underwriters Salvage Company 
has had several other notable sales re- 
cently, especially one of $500,000 worth 
of fine silks, which came from Bach- 
mann, HMmerich & Co., somewhat dam- 
aged by water. There were about 400 
buyers and jobbers present, and almost 
every section of this country was repre- 
sented. The prices realized were re- 
markably good, considering the present 
condition of business, and department 
store representatives who were at the 
sale protested that the prices were too 
high for them to buy the silk and sell it 
again to their customers. 


price 


The silk was assorted into lots ac- 
cording to colors and grades, and sold 
in that manner to the eager buyers and 
jobbers, who, unlike the department 
store men, said that they would have 
no trouble in getting rid of it to dealers. 
This was one of the largest and best 
sales that the Underwriters Salvage 
Company has had for some time. 

Last week the company sold 2,500 
rolls of linoleum, at its Sullivan street 
warchouse, where all the sales are held. 
This linoleum had been sprinkler dam- 
aged in the process of printing. The 
Cook Company finished the goods, anil 
turned the 2,500 rolls over to the Sal- 
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vage Company, to realize what it could 
on the stock and the result was satis- 
factory. 

Unique Organization 

The Underwriters Salvage Company 
is a unique organization, being a com- 
pany of the fire insurance companies. 
Its stockholders comprise some sixty of 
the leading fire insurance companies of 
this country and Great Britain. It is 
conducted by them in the interests of 
all insurance companies involved, in 
losses, where merchandise has been 
damaged by fire, water, or smoke. <As- 
sistance is rendered to the insurance 
companies’ representatives in settling 
losses by making inventories, verifying 
schedules as to quantities, values and 
damages, estimating the possible sal- 
vage remaining, or removing damaged 
merchandise for better protection pend- 
ing further adjustment and _ possible 
settlement of the loss; and by handling, 
reconditioning and selling merchandise 
for the interests of whom it may con- 
cern. 

When the company is requested, it 
sends one of its competent representa- 
tives to estimate salvage, and advise or 
assist the committee or adjusters, in 
every way for the best interests of the 
underwriters. 

Much money can be saved the insur- 
ance companies by shipping all small 
stocks where satisfactory adjustment 
cannot be made, or total loss claim 
items, to the nearest address of the 
Salvage Company, forwarding transpor- 
tation receipts with the letter of advice. 

The company has exceptional equip- 
ments at its New York and _ Boston 
plants for drying and _ reconditioning 
merchandise of all kinds. There are 
warerooms and excellent facilities for 
doing work of that character. 

Incorporated in 1893 

The Underwriters Salvage Company 
of New York was incorporated in 1893, 
and the Home Office is at 84 William 


street. There are branch Offices at 
Philadelphia, Pittsburgh, Atlanta, Ga., 
and Dallas, Texas. J. Montgomery Hare 
is chairman of the board, George W. 
Burchell is president, William F. Tilton 
is vice-president and gencral manager, 
and Ernest A. Zittell is secretary and 
treasurer. The directors comprise the 
presidents of some of the most promi- 
nent insurance companies in this coun- 
try. 


NEWCASTLE AGENCIES MERGE 

The Newcastle, Pa., agencies of 
Quincy A. McBride and the Dougherty- 
Shannon Co., will be consolidated and 
incorporated March 1 under the name 
of the McBride-Shannon Company. The 
W. D. Clark agency will also be in- 
cluded in the new firm. This agency 
was taken over by Mr. McBride last 
December. The new firm will continue 
to represent about thirty-five com- 
panies, and will be composed of 
Quincy A. McBride, O. J. Shannon and 
Fred. B. Brown. 








RADIO TALK 
Alfred Fleming, of the National Board 
of Fire Underwriters, recently made 
a fire prevention talk on the _ radio- 
phone. 
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Jersey Agents Approve 
Qualification Bills 


WILL SUPPORT THEIR PASSAGE 





Lyons’ Resolutions for Investigation 
Are Bitterly Opposed; Reciprocal 
Bill is Introduced 





Special consideration was given by 
the New Jersey local agents last week 
at the annual meeting of the New Jer- 
sey Association of Underwriters to bills 
awaiting action in the State Legisla- 
ture at Trenton. One of the most im- 
portant duties and greatest powers of 
the association is to lend hearty sup- 
port to measures intended to safeguard 
or improve laws governing the interests 
of local agents and to condemn vigor- 
ously any legislation introduced for the 
purpose of attacking the business of 
insurance and the American agency 
system. 

President Arthur W. Hicks, who is 
constantly at Trenton during the legis- 
lative session, outlined to the agents at 
the morning session the nature of the 
bills, friendly and inimical, now under 
consideration by the legislative com- 
mittees. The association has framed 
and introduced two bills calling for a 
proper investigation and examination 
of all applicants for agents’ and brokers’ 
licenses before such grants of authority 
are given. These bills are modeled upon 
those sanctioned by the National Asso- 
ciation of Insurance Agents and are 
designed to meet the demands of the 
great majority of reputable agents that 
all insurance solicitors, whether agents 
or brokers, shall be properly qualified 
to carry on the business which gives 
them their livelihood. Except for minor 
differences made to conform with par- 
ticular conditions in New Jersey, the 
agents’ qualification act is essentially 


the same as that framed for New York 
state and published in The Eastern Un- 
derwriter in the issue of February 10. 

The question was raised whether 
agents for New Jersey companies 
would be required to conform with all 
the requirement= precedent to the se- 
curing of a license. President Hicks 
said he thoroughly believed the bill, if 
passed, would apply alike to every 
agent. Both measures have been re- 
ferred to the Committee on Banking 
and Insurance. Under the present law 
no license is required by an agent, the 
Department of Banking and Insurance 
granting certificates of authority upon 
request. 

Mr. Hicks plead for unified support 
for the agents’ bill, declaring the en- 
actment of such a bill highly necessary, 
New Jersey being behind most states 
by persisting to maintain lax require- 
ments. There are between 4,000 and 
5,000 insurance agents. in New Jersey, 
he said, many of whom know practical- 
ly nothing of the buyiness and devote 
only a minor fraction of their time to 
insurance. In an _ investigation he 
found one agent who is a ticketchopper 
at an elevated station in New York 
City and another who is a taxi-driver 
with a police record stretching over 
a long period. This type of agent 
places an unwarranted stigma upon 
insurance. It was resolved that the 
agents’ aualification bill be supported 
in its present form. 

Hostile Bills in Legislature 

Assemblyman Lyons of Middlesex is 
the Sam Untermyer of New Jersey. He 
is the undaunted champron of the ene- 
mies of stock insurance and is center- 
ing his venom upon the companies at 
this session of the legislature. One 
of his bills, a resolution, now in the 
Judiciary Committee, calls for a joint 
and concurrent investigation of the 
rates and profits of the insurance car. 
riers, his allegations being that the 
public is being mulcted. Another reso- 
lution introduced by the same person 
calls for merely a joint investigation. 
This proposition does not require the 
signature of the governor and Mr. 
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Lyons figures on firing two shots at 
the companies with the hope of getting 
one on the target. 

To protect his proposition from in- 
fantile mortality the second bill has 
been referred to the Committee on 
Banking and Insurance of which Lyons 
is chairman. ‘This procedure is con- 
sidered both unusual and unethical in 
legislative practice, there being now no 
possibility for an unbiased review of 
the bill by the committee before it is 
reported out into the Assembly. Still 
unsatisfied, Lyons has reintroduced the 
bill which makes its appearance an- 
nually calling for the repeal of the 
Ramsey Act, the anti-rebate law. 

Reciprocal Bill Introduced 

New Jersey is losing about $1,000,000 
a year in premiums through the opera- 
tions of reciprocals not admitted to 
the state. No recourse is possible for 
these unauthorized insurers use the 
mails, write and deliver policies out- 
side the state and in other ways cir- 
cumvent the law. To meet this illegal 


practice and to reach these insurers 
for purposes of taxation the Commis- 
sioner of Banking and_ Insurance, 
“Tom” Moffatt of Newark, and Charles 
Howell the reciprocal leader from 
Kansas Cily, conferred on the problem, 
the outcome of which was the framing 
of a bill admitting reciprocals under 
strict supervision. This bill has the 
approval of the Insurance Department, 
and has been referred to the Committee 
on Corporations, 


Moffatt Visits Cuba 

“Tom” Moffatt of Newark, former 
president of the New Jersey Associa- 
tion of Underwriters and one of the 
most popular and aggressive agents in 
Jorsey, was missed at the annual meet- 
ing “of the Association last Thursday. 
He was in Cuba for a short trip and 
did not return until the latter part of 
this week. From the sighs heard at 
the mention of the word Cuba it was 
evident that several agents missed be- 
ing with “Tom.” 
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134 South La Salle Street 
CHICAGO 
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The company of “super service” is not a name that has 
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is a name well earned in more than fifty years of close 
co-operation with its agents. 
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ANMUAL WUMBER OF DESTRUCTIVE GAIL STORMS | oe No. 912 of the 
; & Department of Agriculture 
c / = {\ says of damage by Hail: 


“A large percentage of the 
acreage of three-fourths of the 
States is insurable; that is, the 
hazard is sufficiently great to 
warrant the precaution.” 




















What a Severe Hail Storm Is Like 


Glance through these Hail-storm 
reports made last year by official 
observers of the United States 
Weather Bureau. ‘The reports 
were picked at random: 


Report of storm at Birmingham, 
Ala., May II, 1921: 

“After the storm the hail-stones lay two feet 
deep on the ground. Besides denuding the trees 
and mashing down the young crops, this layer 
of ice induced freezing of what crops remained 
unharmed. One stone was reported to me as 
weighing a full half pound.” 


Report of storm at Wausau, Wis., 
May, 1921: 

“When the storm commenced the stones were 
the size of walnuts. But as it increased in 
intensity the stones grew as large as oranges. 
This bombardment lasted 12 minutes, the stones 
towards the end being frequently 18 inches in 
circumference—twice the size of a regulation 
baseball. All crops for miles around were killed.” 


INSURAINWCE COMPANY 
GLENS FALLS, N. Y. 


FIRE S AUTOMOBILE 





So we see that Hail is a double- 
barrelled menace to growing 
crops. If it doesn’t beat them 
into a bedraggled mass it may 
freeze them to death. In either 
event Hail means loss to the 
farmer. 


Hail insurance is seasonal—most 
policies are written within the 
four chief growing months, That 
means intensive work, and well- 
laid plans. 


Since 1880, when the first Hail 
policy was written, the volume 
of this business has been growing 
steadily. Let’s make 1922 the 
banner year in Hail protection. 


It’s not too early now to begin 
your campaign. 


» HAIL MARINE 
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N. J. Agents Condemn 
Multiple Agencies 


BELIEVE THEM DEMORALIZING 








Resolution Passed That Matter Be 
Referred to Offending Companies; 
System Increasing 





Big increases in the number of mul- 
tiple agencies operated by certain fire 
companies has drawn the fire of the 
New Jersey Association of Underwrit- 
ers. President Hicks touched upon the 
subject in his address to the members 
last week at the Hotel Robert Treat in 
Newark, characterizing the practise as 
demoralizing to the local agency busi- 
ness. Several agents alleged that some 
companies retained as many as thirty 
or forty representatives in Essex Coun- 
ty while the Jersey City agents claimed 
that seventy-five to one hundred agents 
more accurately described conditions 
there. 

W. M. Dickinson of Trenton moved 
for the adoption of a resolution in op- 
position to the multiple agency evil, the 
resolution to request that the matter 
be referred to the State Conference 
Committee with instructions to bring it 
to the attention of the offending com- 
panies. 

The resolution follows: 

“Whereas, The attention of this as- 
sociation has been drawn to the fact 
ihat a large number of fire insurance 
companies, largely represented by mem- 
bers of this association, have in their 
eager struggle for premiums multiplied 
their agencies in various sections of this 
State to such an extent that this con- 
dition is now become intolerable; there- 
fore, be it 

“Resolved, That this association 
strongly deprecate this action on the 
part of their principals, believing that 
the continuation of this practice which 
is obviously unfair, will eventually cre- 
ate a demoralization and will lead to 
the wholesale resignation on the part 
of agents of companies who persist in 
this vicious practice. 

“It is also obvious that these methods 
are undignified, and tend to detract 
from the desirability of being an agent 
of any corporation which engages in 
this practice. 

“Be it further resolved that this reso- 
lution be, and is referred to the confer- 
ence committee for investigation, and 
that agents in all parts of the State be 
circularized to furnish the secretary 
with information regarding this situa- 
tion in their several localities.” 





Cox Not in Limelight 

Fred J. Cox, of Perth Amboy, former 
president of the National Association, 
also once head of the New Jersey As- 
sociation, came to the meeting and had 
not a word to say. Seated modestly 
at the rear of the meeting room he 
listened quietly to the addresses and 
discussion carried on by others. But be- 
tween sessions he was the central 
figure of an unending group of ardent 
friends, company officials and agents 
as well. At the banquet they had Fred 
seated at the speakers’ table, but he 
wouldn’t make a speech. He didn’t 
need to; everyone that did talk focused 
the limelight upon him with well- 
merited compliments of the finest kind. 





Atlee Brown Getting Better 
The association voted to send a let- 
ter of good wishes to Atlee Brown who 
has been in ill health for many months 
and is convalescing at Atlantic City. 





BUYS CANISTEO AGENCY 

The Arisman Real Estate & Insurance 
Agency at Canisteo, N. Y., has been 
sold to Fred J. Schnurle, of that village. 
Mr. Schnurle has been connected with 
the Steuben Advertising Company for 
several years, and previous to this he 
spent several years in the life and fire 
insurance business. Mr. Arisman has 
been in poor health for some time and 
is making preparations to take up a 
residence in the south. 








| DEPENDABLE insurance helps the com- 
munity as well as the policy-holder. It pre- 
serves capital, protects the policy-holder’s 


business and his family and creates good 
will for the Agent. 


THE NORWICH UNION COMPANIES by 
selling dependable insurance are materially 


helping their Agents to build their business 
on a permanent basis. 





NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 


J. F. Van Riper, Branch Secretary 


Assets 
$5,810,555 


Surplus to Policyholders 
$1,669,261 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President J. G. Mays, Secretary 


Assets 
$2,026,503 


Surplus to Policyholders 
$1,087,710 


In Union There Is Strength—In Norwich Union 
There Is Strength, Security And Service 
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A. W. Hicks Outlines 
Problems Agents Face 


ANNUAL MEETING IN THE FALL 





Frederick Hoadley Speaks on Multiple 
Agencies, Loss Adjustments, Bro- 
kers and Co-operation 


Acting upon the suggestion of Presi- 
dent Arthur W. Hicks, of Summit, the 
New Jersey Association of Underwriters 
at their annual meeting February 16 at 
the Robert Treat Hotel in Newark, voted 
to change the month of the annual meet- 
ing from February to September and the 
present executives will continue in of- 
fice until the Fall. 

This step was taken to avoid confu- 
sion and a weakening of the Associa- 
tion’s legislative program by changing 
administration in the middle of the leg- 
islative season. The February gathering 
will henceforth be known as the mid- 
year meeting. There was no opposition 
to this change in the Association con- 
stitution, the feeling being unanimous 
that the full strength of the organiza- 
tion must be kept intact during those 
months of the year when the most vital- 
ly important work is to be accomplished. 

In his address to the Association, 
President Hicks reviewed the work of 
his administration, praised the hearty 
support tendered him by the agents and 
likewise the companies upon whom he 
had called for co-operation. In touch- 
ing upon some of the growing practises 
of the day, considered generally as in- 
imical to the best interests and welfare 
of the local agent, Mr. Hicks said: 

Rebate Law Violated 

“That our anti-rebate law is being 
circumvented by the operations of some 
large city brokers is an established fact. 
This should not be possible, but it is. 

“Much complaint has been made that 
the provisions of the several agency 
agreements exacted by the companies 
of their agents are not being adhered 
to, and that appeals to the companies 
fall on deaf ears. 

“Multiple agencies as planted by a 
few companies are doing much to add 
to the general demoralization of our 
business. Other sections of the country 
are likewise effected and the question 
is scheduled for attention at the Chat- 
tanooga meeting next month. 

“Floaters, as used to meet a popular 
demand for certain forms of coverage, 
are Objectionable. This subject should 
receive your consideration. 

“Overhead writing seems to be on the 
increase. Our minute book shows that 
year after year we have resolved 
against the practice, but no one can 
deny that certain companies, and the 
number is rapidly increasing, are doing 
all in their power, with the aid of some 
agents, to spread the habit in spite of 
our condemnation and their own pledge 
to the National Association.” 

Hoadley’s Advice to the Agents 

Frederick Hoadley, secretary of the 
American of Newark, replied to some 
of the allegations against the companies 
in a talk on “The Ethics of Our Busi- 
ness,” which he gave at the afternoon 
session. It was not good etiquette, he 
declared, for the companies and the 
agents to go through life against one 
another, as though they were naturally 
antagonistic, a glaring fallacy. There 
is less and less of that today, he said, 
and a greater degree of harmonious co 
operation. The agent is indispensable 
to the company and vice versa. 

Alluding to losses, Mr. Hoadley in- 
ferred there was a growing tendency of 
late for agents to have more than was 
formerly customary to say in the matter 
of loss adjustments. It is ethically un- 
sound, he insisted, for persons whose 
chief duty is the solicitation of busi- 
ness to enter actively into the details 
of loss adjustments. It must be embar- 
rassing, he thought, for a friend of an 
assured to try to act wholly without 
prejudice in settling the amount of a 
loss. He advised that all such details be 
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handled by company representatives 
whose entire time is passed in that 
work. A departure from the expressed 
intent of an insurance contract by be- 
ing over liberal in the payment of losses 
to cement a feeling of good will with 
agsureds is dangerous and will eventual- 
ly render the present schedule of rates 
inadequate for correct underwriting. 

With reference to the so-called brok- 
erage evil, whereby brokers are attempt- 
ing to eliminate the local agent on many 
large and widespread lines by writing 
general coverage contracts and floaters 
direct with home offices, Mr. Hoadley 
took exception to its justification. If 
assureds claim the right to place their 
insurance with whatever company rep- 
resentatives they please, the companies 
reserve the same privilege by insisting 
upon business being transacted through 
local agents. 

The American agency system, he said, 
was constructed on the principle that 
fire insurance companies must have local 
representatives who know the assureds 
and hazards in their territories. It is 
wholly unsafe to write business on a 
mai! order basis with the moral hazard 
problem so acute. Mr. Hoadley is a 
staunch supporter of the local agent. 


Officers and Agents 
Pledge Co-operation 
At Jersey Banquet 


BIG COMPANY REPRESENTATION 
Spirit of Good Fellowship Features As- 
sociation Dinner; Morton, Ander- 
son, Hicks and Case Speak 











Executive officers of fire insurance 
companies, their special agents and the 
local agents all got together in a spirit 
of good fellowship and most cordial co- 
operation at the annual banquet last 
Thursday night of the New Jersey As- 
sociation of Underwriters at the Hotel 
Robert Treat in Newark. They linked 
arms, clinked glasses, sang songs for 
one another and pledged lasting friend- 
ship in the speeches of the evening. 
The harmonious unity between company 
officials and their local agents was in 
welcome and striking contrast to the 
mistaken feeling of mistrust which a 
few years ago was believed to constitute 
a breach between the large army of 
agents and their companies. 

There were eleven prominent com- 
pany officers at the Jersey agents’ ban- 
quet and more than that number of spe- 
cial agents, all invited guests. The to- 
tal attendance ran ciose to one hundred 
and fifty. John B. Morton, president of 
the National Board of Fire Underwrit- 
ers, and Thomas H. Anderson, manager 
of the Liverpool & London & Globe, 
were guests of honor who addressed the 
agents. W.N. Bament, general adjuster 
for the Home; Frederick Hoadley, sec- 
retary of the American of Newark, and 
reorge Muldaur, representing the Un- 
derwriters’ Laboratories, had spoken be- 
for the Association during the afternoon 
session: 

Besides these men, the insurance com- 
panies were represented by the follow- 
ing: Secretary Harold S. Poole, of the 
Home; Secretary Wm. Quaid, of the 
Continental; Vice-President F. D. Lay- 
ton, of the National Fire; Secretary A. 
H. Hassinger, of the Firemen’s; Vice- 
President Harry H. Clutia, of the West- 
chester; J. H. Packard, U. S. manager 
of ‘the London Assurance, and Assistant 
U. S. Manager William Mackintosh, of 
the Roval. 

Representing the agents at the ban- 
quet table were President Hicks, of the 
local association; President James L, 
Case, of the National Association of In- 
surance Agents, and Fred J. Cox, former 
president of both the local and national 
organizations. 

President Case followed the keynote 
of the evening struck by Mr. Hicks in 
emphasizing the value of the National 
Board and National Association confer- 


Companies Hungry for Business 

Multiple agencies and overhead writ- 
ings, he explained, were the natural 
outgrowth of the hungry desire of com- 
panies for new business. Underwriters’ 
agencies proceed from the same cause, 
In his observations Secretary Hoadley 
found that the agents, too, were com- 
peting in every legitimate manner for 
more premiums. 

George Muldaur of the Underwriters’ 
Laboratories outlined the history and 
purpose*of that service institution, offer- 
ing valuable service to the _ public 
through agents. The laboratory exami- 
nations are available to everyone at 
cost. The findings of a test are purely 
advisory and not compulsory upon any- 
one. They merely mean that the device 
tested has met or failed to meet with 
certain minimum standards of excel- 
lence set by men in the same business 
as the manufacturer of the device un- 
der examination. The Laboratories have 
extended the scope of their prevention 
work during the last half year by es- 
tablishing a burglary prevention coun- 
cil to review the reports of expert en- 
gineers on instruments intended to foil 
thieves. 


ence committees. This medium of com- 
ing together, he told the assembled 
agents, led to undisturbed conciliation 
as a substitute for the “big stick” atti- 
tude. 

“There never was any feeling of sus- 
picion toward agents’ associations or 
agents individually,” President Morton 
stated at the outset of his talk. ‘Rela- 
tions as I know them between com- 
panies and agents are of the most cor- 
dial character, and this is the sentiment 
of men connected with the National 
Board.” 

Manager Anderson of the London & 
Liverpool & Globe, a genial good fel- 
low from the Pacific Coast, supported 
Mr. Morton by saying, “It’s the agent’s 
duty to talk to the man who doesn’t 
understand insurance, 

“The best protection the companies 
have is through the local agents and 
their organizations in combating hostile 
legislation. A company official has as 
much chance of influencing legislation 
as the proverbial snowball has in cer- 
tain regions. I am in thorough sym- 
pathy with the agents’ movement in 
weeding out the ineflicient. OnTy those 
companies who are skillful in selecting 
local agents will come out better than 





the others in these bad times. I’m a 
local agent’s manager.” 
For Rent, Office: — 
From 1,000 to 3,000 feet of 


choice space on sixteenth floor of 
new building in insurance district. 
| Perfect light and ventilation; par- 
titions if desired. Moderate rental. 
| Address, M. E. C., 
The Eastern Underwriter 














H.KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
90 William St., New York City 











A GENERAL AGENCY OFFICE MORE THAN HALF CENTURY OLD 





NEW YORK 
UNDERWRITERS AGENCY 


A. & J. H. STODDART 


Fire, Tornado, Explosion, Riot and Civil 
Commotion Sprinkler Leakage and Use 
and Occupancy Insurance. Automobile 
Insurance - Fire, Theft, Collision and 
Property Damage. 


Head Office: 100 WILLIAM ST., NEW YORK 








LOGUE, LOWRIE, NIEHAUS & CO. 
INSPECTION 
SCHEDULE ANALYSIS 
ALL KINDS OF INSURANCE EVERYWHERE 
ARROTT BUILDING, WOOD ST. & FOURTH AVE. 


AGENTS AND BROKERS 
UNLIMITE ENGINEERING SERVICE 
Telephone Court 1908 2ITTSBURGH, PA. 








J. E. STONE & CO. 


FIRE—AUTOMOBILE—LIABILITY—CASUALTY 
INSURANCE 
710 FIRST NATIONAL BANK BUILDING 


Bell Telephone, Court 2483 


PITTSBURGH - - - - - : PENNA. 














FIRE 
RE-INSURANCE 
NORWEGIAN ATLAS INS. CO., Ltd. 


Northern Underwriting Agency, Inc. 


15 William Street 


New York New York 














WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


Fire, Automobile, Explosion—Riots, Civil 


PRR Ae snnsscahiosvesecktessseanssé $5,279,511 
Surplus in United States........ 1,734,842 CLINTON J. AYRES 
Total losses paid in United 70 Main Street 

States from 1874 to 1921 

EMCIUSIVE cosvccccccnecccseseseee 6.37 ,048 





BROKERS- 


Representative 


A combination of real S-E-R-V-I-C-E. 
Boston - Royal - Orient - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M.- 
Prov. Wash. - Northern - Agric.-G. Falle- 
Niag.-Great Am.-Home. 


Commotions and Strikes—Marine 
and Tornado Insurance 


UNITED STATES BRANCH 
January 1, 1921 


SARANAC LAKE, N. Y. 
W. B. MEIKLE, President 
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F. H. HAWLEY, Pres. 


~ 


ORGANIZED 1848 
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W. E. HAINES, Secy. 


Ohio’s Oldest and Strongest Company 


Surplus Over $1,500.000.00 
AN AGENTS COMPANY 


EK. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey, New York, Connecticut, 
Massachusetts and Rhode Island 
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Agents Make Public 
Another Batch Of 
Excess Cover Letters 


PUBLISHED IN THEIR PAPER 





Views of West, Palache, McIlwaine, 
Milligan, Zimmer and Others; 
Second Letter From Bissell 


The organ of the National Associa- 
tion of Insurance Agents, “The Ameri- 
can Agency Bulletin,’ which is sound- 
ing companies relative to their 
on excess cover 


views 
contracts, prints in its 
issue of February 17 letters from E. W. 
West, Whitney Palache, A. G. MclIl- 
waine, Edward Milligan and _ other 
prominent underwriters, and also runs 
a second letter from R. M. Bissell, 
president of the Hartford, whose first 
letter to the association has already 
been printed by The Eastern Under- 
writer. The letters follow: 

From E. W. West, President Glens Falls 


Since the receipt of your request to contribute 
a statement upon the Excess Reinsurance sub- 
ject, I have been trying to definitely conclude, 
in my own mind, what effect it was going to 
have on the present custom of doing business. 

Upon reading the statement of President Rush 
of the Insurance Company of North America 
which appeared in the Bulletin of January 27th, 
I find it clearly expresses the expectation of 
those who have adopted the new reinsurance. 

In substance, it is concentration and evolution 
of the business. Mr. Rush, just as he always 
does, comes right out in the utmost frankness 
and relates precisely what this Excess Reinsur- 
ance plan is supposed to do and reason his com- 
pany has entered into it. That is the admirable 
characteristic of Mr. Rush. He never hesitates 
or spares himself when called upon to express 
his opinion or defend his action. They are good 
opinions, too—when correct. A fellow is entitled 
to “back” an opinion once, even though it proves 
expensive. He can generally change his plans 
back to the old way, although it may mean 
disorganization of his agency plant, discomfort 
to his company, and injury to his pride. 

My own thoughts as to the effect upon the 
business have been running on the same lines 
that Mr. Rush has so clearly expressed. That is 
to say, the success of this new reinsurance meant 
a complete evolution of not only company meth- 
ods, but the Agency system as well. could not 
convince myself that such transformation was 


possible. Even so good an authority as Mr. Rush 
does not convince me. 

ee just an all wool American, I cannot 
believe at the American Agency System is 


going to = exchanged for the English system. 

Neither do I believe that property owners 
having large values desire all the 57 varieties 
of insurance which they require placed in cone 
company. That theory will have some hill to 
climb before it becomes an acceptable fact. Mr. 
Rush is the proud father of a new indemnity 
company, and, like the father of all new babies, 
he can be pardoned for thinking the world is at 
his feet. He forgets that twenty-four months 
from now this baby is going to have an awful 
“tummy-ache.” 

There is nothing in the English system that 
has heretofore been considered worthy of copying 
for use in the United States. The Englishmen 
themselves, when they locate here, are quick 
and apparently pleased to forget their former 
methods. The climate of the United States is 
unsuited and will not agree with the English 
system. 

In my judgment, when the thinking local 
agents begin to realize the results to them in 
the early future, if this new reinsurance arrange- 
ment is adopted by a few more of the com- 
panies, I seriously question if they will stamp it 
with the seal of their approval. 

Let’s watch and see which system is going 
to win. If I were going to pose as a tipster, my 
advice would be to place your money upon the 
already time-tried American Agency plan. 


From Whitney Palache, Commercial 
Union 
New York, February 7, 1922. 
Replying to your favor of the ond. instant, we 
think that you have an exaggerated idea of the 
operation of the Excess Cover System. It does 
give a company an increased carrying capacity; 
but the outstanding feature of the excess cover 
is the simplicity of its operation, and this whole 
movement is in the direction of more efficiently 
meeting the insistent demands of the agents for 
increased carrying capacity. 

‘here are, we think, certain features of this 
system that are.quite experimental, and time 
alone will show whether it is on an ultimately 
sound basis. We do not believe that it will have 
any radical effect upon the “agency system as 
now constituted,” but it will undoubtedly attract 
agents because it affords facilities that have 
been urgently demanded by them. 

We are not using this form of reinsurance and 
are not yet convinced that it would answer to 
our needs. We believe that there is no occasion 


for alarm, and that it is unwise to take an 
antagonistic attitude toward a method which 
unquestionably has been adopted with the intent 
of meeting an insistent demand. It is our 
opinion that an attempt on the part of com- 
panies using this method to monopolize business 


will operate seriously against them; but so far 
as we have been able to analyze conditions we 
see no such attempt indicated. 


From P. F. Zimmer, Omaha Liberty 

Your very interesting letter with reference to 
carrying capacity of some of the big companies 
taking on excess cover, received and contents 
carefully noted. 

There is such a large question involved in 
this matter that it requires a great deal of 
thought. I will, therefore, try to be brief in this 
communication, and to the point. 

In calling on a prominent agency with one 
of our general agents in a good-sized city not 
over sixty days ago, and just a few days before 
the announcement came out in the insurance 
journals of the excess cover, made by the Con- 
tinental and others, the agent complained that 
the small lines that ‘the Omaha Liberty Fire car- 
ried would not be of much service to them in 
their office. 

My reply was, that unless the American 
Agency System supported medium-sized compa- 
nies by giving them a fair share of the good 
business, and writing such lines as the medium 


sized companies like the Omaha Liberty could 
safely write, it would not be many years before 
the agents would be very sorry that they had not 
supported such medium sized companies. 


This local agent could not understand my po- 
sition, and rather resented that statement. My 
answer to him was that the tendency of the 
big companies was to gobble up all the business 
there was in sight under one policy, and as soon 
as arrangements could be completed whereby 
they could carry the bulk of the business them- 
selves, there was no question in my mind but 
what they would establish offices of their own in 
the principal cities throughout the country and 
leave the agents “out in the cold.” 

Therefore, inasmuch as the agents at the pres- 
ent time control the business of the country, 
if they keep on giving the big companies the big 
lines and not supporting the medium sized com- 
panies, they will simply be helping the big com- 
panies put themselves (the agents) out of busi- 
ness. 

When I returned to my office in Omaha a few 
days later I found the insurance journals con- 
taining, the information about the excess cover 
secured by the Continental and others. 


I, therefore, repeat that unless the agents sup- 
port the medium sized companies, there is no 
pgp we in my mind but what they will be due 
or about the biggest bump that any business or 
any organiaztion ever had. 


Just one week ago today, in talking with the 

manager of one of the big companies regarding 
the Agency System, he stated to me personally 
that it was only a question of time until the 
companies would be doing just exactly as I stated 
above and establishing offices of their own and 
taking care of the bulk of the business of the 
country without the agents, 

From all I can hear, in having my ear to the 
sounding board, I think the tendency of the big 
companies is only this: by obtaining excess cover 
and writing all that from twenty to fifty com- 
panies could write on one line, that they will 
simply eventually eliminate the agent. We, with 
our company, at the present time find it very 
hard to satisfy the agents that we are of service 
to them. 

This, however, is more the fault of the agent 
than it is of the big companies. There was a 
time when an agent in the agency business 
wanted to put in as many policies as he could 
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criminals who overran San Fran- 
cisco were called. Center: Room where the: 
Vigilance Committee conducted its trials. 


“* Captain,’ said Wadsworth, ‘you have Whit- 


“*What’s that to you?’ growled the captain 
in an affable basso profundo. 

“*We want him,’said Wadsworth, significantly. 

“* Have you authority to take him?’ 


‘*Go down in the hold and get him.’” 


— Hubert Howe Bancroft: “Popular Tribunals” 
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within one hour.” 


And soon through the whole history of the two great Vigilance 
movements of 1851 and 1856 appear the names of J. C. L. 
Wadsworth, Samuel Brannan (organizer and first president of 
the Committee), Cyrus Palmer, Calib Hyatt, Arthur Ebbets, 
David Scannell, A. B. Stout, Charles Bond, William Fell and 
G. A.Worn—all among the original Officers and Direétors of 
the Fireman’s Fund Insurance Company. 


Some conception of the charaéter of these men who composed “the greatest 
popular tribunal the world has ever witnessed” may be obtained from the fol- 
lowing comment by Hubert Howe Bancroft, the great Pacific Coast historian: 
“I search in vain for one serious error of judgment, or for a single failure in the 
attempted execution of their purpose « « - It is easy to magnify motives which 
actutte either good or evil results. Always I strive to deliver myself from this 
propensity. And yet it seems to me that the candid observer of heroic ations 
which illumine the highways of history fails to discover higher or purer con- 
siderations than those which governed these men.” —Bancroft Works: Vol. 37, Page 138. 








Center (circle): Seal of the Vigilance 
Committee. Right: Execution of Whit- ; 
taker and McKenzie, two murderers brought to 
justice by the Vigilantes. (All from old engravings.) 


Adtors in the Great Drama of the West 


“Whittaker was then on board the steamer 
Ohio, lying at Long Wharf. Wadsworth hurried 
down and arriving at the steamer found the 


“At midnight the belf of the California En- 
gine House was tolled as sentence of death, 
by hanging, was pronounced upon the wretched 
A little before one o'clock Samuel 
Brannan came out of the Committee room 
and ascending a mound of sand, east of the 
Rassette House, addressed the people. 

“He had been deputed, he said, by the Com- 
mittee to inform them that the prisoner's case 
had been thoroughly tried, that he had been 
proved guilty, and was condemned to be hanged; 
and that the sentence would be executed 


—Soule: “Annals of San Francisco” 
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with the assured. Now he wants to get out of 
it with as little work as he possibly can, and 
write the risk in one policy if he possibly can, in 
order to save himself the trouble of having to 
write more than one policy or to run through his 
ofice a number of policies. 

Therefore, as a company official, I blame the 
agents more than I do the big companies, for 
the tendency of trying to gobble it all up in 
one policy, and I therefore repeat that unless 
the agents support the medium sized companies 
it will be but a few years until they will be out 
of business themselves as well as the medium 
sized companies. ‘This is my candid opinion as 
to the effect that the excess cover is bound to 
have on agents and medium sized companies. 

You are at liberty to publish this communica 
tion in the “American Agency Bulletin” if you 
so desire, with my name and the name of the 
company attac hed, as this is my firm conviction 
on this subject, and I think the sooner the 
American Agency System wakes up to this fact 
and either gets down to business and support the 
medium sized companies or look for other occu 
pations or lines of endeavor, and I have been 
frank in this matter, as usually am in any 
statement | make. 


From A. G. McIlwaine, London & 
Lancashire 

I beg leave to acknowledge receipt of your 
favor of the 2nd instant, in which you propound 
five questions with reference to the discussion of 
the excess cover contract running in the “Amer 
ican Agency Bulletin,” and you also ask for 
my views upon the subject. 

Before replying to your questions—which I 
shall attempt to do categorically—I will first 
briefly state my views. 

The existence of the excess cover contract 
to which you refer may be due to one of two 
causes, It may be due: 

(1) To a want felt by the insuring public. 
By this I mean a want arising spontaneously and 
not artificially created by dangling this form of 
cover before large insurers or the procurers of 
large insurance. 

(2) To the voracious appetite and the rapa 
cious quest for premium income on the part of a 
company. 

If it be due to the former, it is logical and 
legitimate, and this being so, in my opinion it 
would be here to stay. If it be due to the latter, 
it is for the agency force of the country pri 
marily to determine whether the practice is to be 
scotched in its incipiency or is to be permitted 
to batten upon the cupidity of those susceptible 
to such a lure. 

In replying to your questions I will say: " 

I do not think it necessarily follows that be 
cause a company should have such a cover it 
would “monopolize” a line; but such a company 
certainly would be able to write as many time 
its net line as the number of times the net line 
is contained in the limit or cover. 

2) For a company having such a cover to 
absorb an amount equal to the carrying capacity 
of any given number of companics would de 
pend: (1) Upon, the opportunity to secure the 
whole of a line and (2) upon the aggregate 
carrying capacity of the given companies. 

f a company should have such a covet 
and its scope should enable it to write an entire 
line, the effect certainly would be to deprive 
other companies of a participation in the writing 
of that line. How many companies would be so 
deprived would be dependent upon the size of 
the line and the carrying capacity of the indi 
vidual companies 

(4) If the official you refer to is justified in 
his conclusion that other companies may add this 
feature of excess cover to their facilities, I think 
it would be incorrect to assume that the number 
of such companies would be but a small propor 
tion of the whole—the drive of competition would 
preclude this. 

(5) If the movement should grow and should 
develop to the full, it would, in my humbk 
opinion, subject the continuance of the American 
Agency system as now constituted to its severest 
strain. 

While I am very glad thus to acquiesce in 
your request, | am sure you will appreciate that 
the views expressed are not the result of the 
mature study that a subject possessing such 
tremendous potentialities for good or ill should 
have had, but I realize that the timeliness of 
your discussion rather precludes this. 


From W. H. Stevens, Agricultural 


I have your letter of the 3lst regarding the 
excess cover reinsurance said to have been re 
cently negotiated by several large companies. 
Not having seen the contract, one is rather han 
dicapped in commenting, but some of the condi 
tions rumored would seem to imply that the ar 
rangenient will not be permanent 

the companies must retain $25,000 net, it 
is to be presumed that they must have specific 
reinsurance for certain classes, because there is 
a larger net amount than they would care to 
retain on many risks. Such reinsurance would 
be hard to get, one would say, if the reinsurers 
were advised that all the best risks have been 
skimmed off first for the Excess Treaty Compa 
nies, 

If it is true that the contract is for a term of 
years and must be amended each year to figures 
which will reimburse the reinsurer for the loss 
it may have sustained on the previous year, it 
might prove rather expensive to the ceding com 
pany 

We understand that the treaty companies have 
not been admitted to this country, and that the 
ceding companies must carry the reserves on this 
business ceded That is something of a burden, 
and perhaps reinsurance in unadmitted compa 
nies is In some sections contrary to the law. 

However, not knowing how the contract reads 
we do not _ know whether these are proper ob 
jections. In case of large conflagrations the 
treaty company might have rather alarming lia 
bilities. 

he main point in my mind would be the 
unpopularity of these tremendous lines among 
the agents of the country, who really control 
the situation. I do not think if I were an agent 


I would want to discriminate against my ordi- 
nary companies in the favor of one of these 
heavy liners who, if continually offering these 
facilities and receiving all my lines, might get 
control of my office and my business, or if giv- 
ing up or losing this contract might reduce my 
lines and force me to gather in new facilities for 
my business. ‘his is the agents’ question, and 
the great majority of them may entirely disagree 
with my notion, but if I am wrong about it I 
will not be lonesome. At the moment I do not 
worry about the future of such companies as 
ours on account of this new move, though it 
may make some trouble temporarily. It would 
certainly be presumptuous to tell any of these 
three companies that you mention how to con 
duct their business 


~ 


From E. E. Cole, National Union 


Your communication of January 31st regard 
ing Excess Cover (reinsurance) Contracts is 
received and | am pleased to give you my views 
as requested. 

It would seem to be a fact that if one com 
pany having such reinsurance arrangement were 
able: to absorb from twenty to fifty or more 
times its net line it would be in a position to 
deprive from twenty to fifty or more other 
companies of their net lines provided, of course, 
the assured would accept the one company’s pol 
icy and the agent would place the entire line in 
one company. I think, however, that this is 
more theoretical than practical and that the ex- 
isting custom of both property owners and 
agents to divide the liability among a number 
of companies would continue in general, although 
such line facilities would be considered valuable 
and used in some cases perhaps to the gradual 
disadvantage and ultimate injury of companies 
writing moderate lines and their agents. 

I doubt that many companies will equip them- 
selves with these excess reinsurance facilities in 
the beginning but if the plan proves attractive 
to property owners and agents and adversely 
affects the interests of companies without such 
facilities the practice probably will become more 
general. I do not believe that would be for the 
good of all companies or all agents and I regard 
abnormal lines as dangerous to the existing 
agency system to preserve which something like 
the present distribution of business seems es 
sential. 


From Waite Bliven, State of 
Pennsylvania 

In response to your inquiry of January 3lst, 
as to what effect such excess covers may have 
on the business of fire insurance, and the Amer 
ican Agency system under which the business 
is conducted—it may be admitted that the new 
invention of an excess cover on losses will prove 
of advantage to some assured, some companies 
and some agents, but it inevitably blazes the trail 
to practical monopoly, reduction in the number 
of companies and a far greater reduction in the 
number of agents who can profitably follow their 
profession. 

It cannot possibly benefit the majority of the 
companies ea agents in the business of fire 
insurance, and is therefore un-American, and 
in view of the admitted source of these covers 
distinctly pro-British. 

It may be assumed that the Insurance Com 
missioners will deal with the question whether 
the new device is one of safety for the ma 
jority of the assured, ‘The damage to all but 
a few companies and a few agents is manifest. 
The law of average is the corner stone of the 
business, and it applies to these engaged in it 
as much as to the risks assumed. 

It does not take a great stretch of imagina 
tion to predict what would happen in case of 
a large conflagration to those companies which 
were departing upon their excess covers to act 
as “‘shock absorbers.” We doubt if any group 
of London Lloyds could or would stand the 

‘shock” of a ten to twenty-five million con 
flagration loss, and they could surely have this 
or eyen a greater amount invelved under their 
excess cover contracts if the congested district 
of a large city were destroyed. 

From Edward Milligan, Phoenix of 

Hartford 

Replying to your note of the 31st ultimo, I 
regret to be obliged to say that I am not suffi 
ciently familiar with the so-called Lloyd’s ex 
cess reinsurance contracts to express an opinion 
concerning the features thereof to which you 
particularly allude. Whether they are going to 
operate to the advantage or disadvantage of the 
American Agency System is something that 
remains to be seen. If the operation of this 
particular form of treaty on the part of the 
several prominent companies who are said to 
have provided themselves with the facility 
proves to be detrimental to our companies, we 
shall of course resort to such protection as may 
be inherently available, and that failing, it is 
probable that we shall co-operate with a group 
of strong American companies, who will doubt 
less be able to establish such protective measures 
as may be found to be necessary. 


From M. L. Heide, Importers & 


Exporters 

It is my belief that you are entirely war 
ranted in the conclusion that a company with 
an excess carrying capacity, such as indicated 
by you, would be in a position to assimilate 
coverage that would otherwise have to be dis- 
tributed among a number of the other Ameri 
can writing companies. Whether that number 
would be twenty or more would, of course, 
depend upon the circumstances of each case. 

The natural corollary to that proposition is 
that at the time a company with such facilities 
does exert them to the fullest, it deprives a 
number of other companies of the business. It 
is my belief that but a small proportion of the 
American companies will add this feature to 
their facilities. 

It must be obvious that if the movement 
grows to large proportions it will destroy the 
agency system as now constituted. The more 
substantial risks throughout the country will be 
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taken out of the larger brokers in New York, 
Chicago and other large cities, with but little 
expense to the broker and small acquisition cost 
to the company. 


It is my gem belief that the agents of 
America should exert their utmost to resist the 
development of the scheme, for its natural 
tendency will be to deprive American agents of 
a substantial portion of their present earnings 
and deprive American companies of the _ busi- 
ness which is justly theirs, at the same time 
enhancing the incomes of groups of underwriters 
wholly unauthorized to write the business in the 
contemplation of the laws of our various states. 


From C. V. Meserole, Pacific 

The complete terms and conditions of the 
excess cover contracts, now under discussion 
pretty generally in our business, not being defi- 
nitely known to me, I hesitate to express an 
opinion as to their effect on the future of our 
business, particularly, as it relates to the agency 
system as now constituted. 

My understanding of these contracts is briefly 
that, over a period of five years, the direct 
writing company is assured of a distribution of 
its large losses, and that the reinsurers under 
the excess cover contracts are assured through 
the rate adjustment features of a small net profit 
over the operations of the five-year period. 

If my understanding is correct, it seems to 
me that the companies possessing these excess 
covers have definitely determined to conduct 
their business on basis that will make it im- 
possible for any other company, or group of 
companies, to successfully compete unless they 
have a similar arrangement. If about twenty 
of the larger companies, or more aggressive 
groups of companies, should’ support themselves 
with this type of contract and start out on an 
aggressive competitive campaign for the busi- 
ness of the United States, the result must be 
a very large reduction in the number of suc- 
cessful insurance companies, and a_ reduction 
that might run as high as 90% in the number 
of successful insurance agencies. 


From R. M. Bissell, Hartford 

Referring to your letter of the 31st, the dis- 
cussion about our new excess cover is, to one 
who really knows all the facts, almost absurd 
at times, though I do not have your letter in 
mind in saying this, but the fears and surmises 
which have been expressed concerning it are 
all without foundation. 

Our cover contract was adopted as a change 
from our old plan of reinsurance primarily in 
the effort to reduce Home Office details and 
expense, and only incidentally for the purpose 
of increasing the company’s carrying capacity. 
As a matter of fact, our carrying capacity is 
not increased to any great extent, and, as IT 
have hitherto stated, we are not writing and do 
not expect to write any larger lines than a half 
a dozen or more offices have been and are now 
writing. 

We have increased our gross and net lines 





from time to time during the past fifteen years 
in order to accommodate our agents and be- 
cause the increasing spread of our income 
made it feasible to do so. This recent plan, 
therefore, is in no sense radical or revolutionary 
as far as the question of increased capacity is 
concerned. 

So far as reinsurance facilities are concerned, 
and so far as reports of giving off business to 
other companies, American and foreign, we 
shall have no greater facilities than a number 
of prominent companies and probably not as 
great as many of the English companies whose 
line writing capacity is pretty generally known. 
There is not the slightest reason why agents or 
companies should be exercised over this matter. 
We are only trying to meet our agents’ needs; 
nothing more. It was to meet the demands of 
local agents generally that companies first in- 
augurated treaty reinsurance facilities, and the 
responsibility, therefore, for large line writing 
rests quite as much upon the agents as upon 
companies, and perhaps rests most of all upon 
the public. 

You no doubt remember that during the war 
German companies argued that they should be 
allowed in this country because American com- 
panies were not large enough to take care of 
the demands of the public. So far as agents 
are concerned, it is very natural that they 
should wish to insure their business so far as 
possible in their own offices, and insurers— 
many of them—like to have their insurance 
written in as few policies as possible. 

So far as any effect upon insurance business 
in general is concerned, we do not believe our 
new arrangements will have the slightest influ- 
ence. Whatever increases in lines may result 
in the case of this company, they will not, by 
any means be as great as the increases in lines 
which we have made during the past fifteen 
years, and which, as stated above, have only 
been in line with the practice of other com- 
panies. 





C. Weston Bailey, president of the 
American of Newark, left last week for 
a six weeks’ trip to the Pacific Coast. 
Mr. Bailey is taking the southern route 
and meeting men at various points on 
business. He plans to go north as far 
as Seattle on business while Mrs. Bailey 
visits relatives in Pasadena. 

PHILADELPHIA CHANGES 

Agency changes in Philadelphia last 
week were the withdrawal of the Union 
of Pittsburgh from the offices of Robert 
M. Coyle & Co. and Harry G. Malloy; 
and the transferring of, the New Bruns- 
wick Fire from Brady & Furlong to 
Joseph A. Brady, Inc. 
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FARMERS OF IOWA CHANGES 
J. F. Donica, President; C. N. Jenkins, 
Vice-President and Secretary; 
Reason for Haid Resignation 


The resignation of Paul L. Haid as 
president of the Farmers of Cedar 
Rapids, Ia., is to devote his entire time 
to the duties as vice-president of the 
Continental. - is succeeded with the 
Farmers by J. kf. Donica, who has been 
vice- recta 

Mr. Donica entered the services of 
the Continental in 1903 as special agent 
in Wisconsin. In 1904 he was trans- 
ferred to northern Illinois and _ in 
August, 1905, sent to Oklahoma as state 
agent. In 1912 he was again trans- 
ferred to Iowa and at a later date Ne- 
braska was also placed under his su- 
pervision. When the Farmers was ac- 
quired by the “America Fore Group” 


in January, 1921, Mr. Donica was made 
its vice-president and now has been 
elected president. 

C. N. Jenkins, who has been with 
the Farmers for more than forty years, 
and who has been secretary of the 


company for several years, has been 


advanced to the position of vice-presi- 
dent and secretary. 





HENRY EVANS SAILS FOR 
CALIFORNIA 

Among the passengers on the steamer 
“Hawkeye State,” which left Baltimore 
for California, via the Panama Canal 
this week, was Henry Evans, chairman 
of the board of directors of the America 
Fore group. Mr. Evans will reach San 
Francisco about March 12 for a ten 
days’ stay, returning to New York by 
train so as to reach here about April 1. 
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Bament Tells When 
Fire Losses Occur 


QUESTION MOST PERPLEXING 





General Court Opinion That No Loss 
exists Until Fire Actually Reaches 
Insured Premises 
By W. N. BAMENT, 
General Adjuster for the 
Home 


There is one subject every insurance 





man at least probably thinks he knows 
all about and that is, “When does a loss 
occur?” But the more one delves into 
the various aspects of the subject, the 
less he thinks he knows, and that is the 
beginning of wisdom. 

In the event of a general fire or con- 
flagration, does the loss under a policy 
of fire insurance occur at the inception 
of the fire in a neighboring or a dis- 
tant building, or when it actually 
reaches the premises described in the 
policy? Is the answer affected by, or 
dependent upon whether or not the de- 
struction of said building is inevitable, 
as a result of a raging conflagration, or 
is this immaterial? If a fire occurs in 
a nearby building at fifteen minutes be- 
fore noon, and reaches the described 
building at five minutes past noon, the 
policy expiring at noon, is the insurer 
liable for the ensuing loss? If a policy 
in one company expires at noon and a 
policy in another company commences 
at noon, on which company does the 
loss fall? Or if some damage by fire, 
smoke, or water is done to the building 
before noon, and some damage after 
noon, is the first policy liable for that 
sustained before twelve o’clock and the 
second policy for that sustained after 
twelve? 

When it is considered that probably 
500,000 claims are presented under fire 
insurance policies every year, it is some- 
what surprising that the above ques- 
tions have not arisen more frequently, 
but there are very few decisions bear- 
ing either directly or indirectly on the 
subject, the one most frequently quoted 
being that of the Rochester German In- 
surance Company vs. Peaslee-Gaulbert 
Company. 

The fire originated in the factory 
building at 11:45 A. M. and did not 
reach the warehouse until some time 
after twelve o’clock. The policy which 
covered on the warehouse expired at 
noon. The lower court held that if the 
fire did not reach the warehouse before 
noon, but at noon the destruction of 
the warehouse was inevitable, the in- 
surer was liable; but if, on the contrary, 
the destruction of the warehouse was 
not inevitable the insurer was not lia- 
ble. This decision, however, was _ re- 
versed by the Court of Appeals, which 
held in substance that the loss does not 
occur until the fire actually reaches the 
building described in the policy. 

In this case the factory and the ware 
house were connected by bridges and 
by a belt canopy, but they belonged to 
different corporations and were covered 
by separate policies. It would be in- 
teresting to know whether the court 
would have decided differently if both 
buildings had heen not only a part of the 
same plant, but had also been owned by 
‘the same narties, even though separate- 
ly insured. The language used, how- 
ever, seems to imply that single owner- 
ship would not have altered the de- 
cision 

If, however, both buildings had been 
covered by blanket insurance it is high- 
ly probable that the buildings would 
have been considered as one risk, and 
the insurer held liable for loss on the 
warehouse. 


“4insters Differ With Courts 
eee ‘ithstanding the seeming ten- 
dency of the courts and attorneys to 
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hold that the loss under the policy does 
not occur until the fire reaches the de- 
scribed premises, several prominent ad- 
justers are not reconciled to this view, 


‘and entertain the belief that if the in- 


terests of the insured are adversely af- 
fected, all the courts may not follow the 
few precedents which have been estab- 
lished. 

It is easily conceivable that some 
interesting situations not easy of solu- 
tion may arise in connection with the 
question. For instance, let us suppose 
a fire in a certain building which is ex- 
tinguished but which leaves a_ wall 
standing in a dangerous condition. A 
policy on the adjoining building in one 
company expires the day after the fire 
and is replaced by a policy in another 
company. Several days later a strong 
wind causes the wall to fall on to the 
adjoining building and does considera- 
ble damage. Wpon which policy does 
the loss fall, the old or the new, or 
does it fall upon either? No loss to the 
adjoining property has occurred during 
the life of the old, and nothing even re- 
motely resembling fire has occurred dur- 
ing the life of the new. If the doctrine 
that a loss dves not occur until the 
fire reaches the described property be 
sound, there can be no loss under the 
expired policy, and hardly a loss under 
the new policy when the fire had been 
extinguished before it went into effect. 
The principle that “a damage begun is 
a damage done,” would not apply to the 
adjoining building because the damage 
had not begun before this policy went 
into effect. 

As an indication that the conditions 
above suggested are pertinent to the 
question, it is only necessary to slate 
that there is one decision which held 
the insurer liable for loss to an adjoin- 
ing building when a wall fell on it two 
days after the fire; another when a wall 
fell seven days after the fire, and an- 
other when the wall fell several months 
after the fire. 


No Loss Till Fire Reaches Insured Risk 


Other interesting questions might 
arise in connection with this subject 
when viewed from either angle, but as 
the record now stands the great weight 
of authority sustains the view that the 
loss does not occur until the fire or the 
smoke or water therefrom reaches the 
premises described in the policy. 

Even if it be true that the loss under 
a policy of fire insurance does not occur 
until the fire or the smoke or water 
therefrom actually reaches the building 
described in the policy, does it neces- 
sarily follow that a policy which goes 
into effect at noon is exempt from lia- 
bility for loss which occurs after noon, 
when the fire begins before noon? 

The inference to be drawn from the 
Peaslee-Gaulbert decision (supra) is 
that there would be no liability under 
said policy. It seems quite strange that 
the subject is not discussed in any of 
the text books on insurance and there 
appears to be Gnly one adjudicated case 
where the facts were similar to those 
under consideration. This is the case 
of German Insurance Company, of Free- 
port, Ill., vs. Downman, where a petition 
for certiorari was refused by the Su- 
preme Court in 189 U. S. without opin- 
ion. In this case the insurance was for 
$15,000 under a policy commencing at 
noon May 1, 1898, and covering a lum- 
ber drying shed. The fire broke out a 
few minutes past eleven o’clock A. M. 
on May Jst, and raged until six o’clock 
P. M., doing a total damage of $14,000. 

While the particular point which is 
under consideration was not discussed 
in the opinion of the court, it, would 
seem from the. report of the case that 
both the insurer and insured must have 
assumed that the insurer was not liable, 
if the policy did in fact attach at noon 
on the day of the fire; that is, after the 
outbreak of the fire. The contention of 
the assured was that the policy should 
be reformed to cover the whole of the 
day of May 1. The court’s opinion, 
however, went on the ground that the 
policy was not in force until it was ac- 
cepted by the insured, which acceptance 
occurred after May 1. The case, there- 


fore, is not an authority on the point, 
and is referred to only because of the 
apparent assumption of both parties 
that under the policy as written, com- 
mencing at noon, it would not cover any 
portion of the loss which had been sus- 
tained. 


When Company Is Not Liable 

Although varying opinions on the 
subject have been expressed by eminent 
attorneys, it is the writer’s opinion that 
a policy which goes into effect while a 
fire is in progress, in the premises de- 
scribed therein, or where a damage by 
smoke or water therefrom has already 


accrued, and continues in unbroken se- 
quence, is not liable for any portion of 
the ensuing loss. If this be not true, a 
company which has a large line on a 
risk with a policy expiring at noon, 
which is renewed by a new policy for 
the same amount, might in certain cir- 
cumstances be subjected to quite a se- 
vere shock such as it never considered 
as among the possibilities. It is possi- 
ble, however, that in such a case the 


court might be influenced by the mani-: 


fest intention to have the new policy 
considered simply as a renewal. 

As a matter of principle it should 
make no difference whether the second 








The ONE HUNDRED DOLLARS offered by the JOHN HANCOCK 
MUTUAL LIFE INSURANCE COMPANY of Boston for the best 
answer to Mr. Edison’s question, “Who was John Hancock?” has been 
awarded to Leon V. Quigley, a student at the Worcester (Mass.) Poly- 
technic Institute. This answer, giving a correct, concise and comprehensive 
statement of the position occupied by JOHN HANCOCK in American 


history, is printed below in full. 


“Who Was John Hancock?” 


John Hancock was an American statesman and patriot. His signature 
is found on the oldest and most important documents of Massachusetts, 
and of the United States. He was the first signer of the Declaration of 
Independence and was the first Governor of Massachusetts. 


John Hancock was born at Quincy, Massachusetts, in 1737. He gradu- 
ated from Harvard College, and entering upon his uncle’s business became 
a successful merchant in Boston. He gained much in social power and in 
wealth, being meanwhile justly popular for his integrity and ability. 


He was in 1765-1770 a selectman of Boston and a member of the gen- 
eral court. With Samuel Adams he led the Massachusetts Whigs, and 
only escaped capture at Lexington and Concord by virtue of the valiant 
fight by the Minute Men on the “Nineteenth of April in ’75.” 


John Hancock was subsequently known in various positions: as Presi- 
dent of the Continental Congress, as Major-General of the Massachusetts 
military forces, as President of the Constitutional Convention. He died at 
Quincy, Massachusetts, October 8, 1793. 


The historical position of John Hancock is unique in State and Nation. 
He wielded great political influence but was always liberal and public- 
spirited. His name is most prominent as a Whig leader during the Ameri- 
can Revolution in such events as the Boston Massacre, the Boston Tea 
Party and the battles of Lexington and Concord. 


John Hancock signed his name first to the Declaration of Independence. 
He thus risked his own “life, liberty, and pursuit of happiness” that these 
privileges might be obtained for others to enjoy. To this end he “pledged 
his life, his fortune, and his sacred honor.” 


That he was popular and efficient may be judged from the fact that he 
was for ten years Governor of Massachusetts, being elected annually to this 


office by popular vote. 


John Hancock insured the life of the Nation. 
We will insure your life with the same integrity. 





———— 
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policy be issued in renewal of an al- 
ready existing policy in the same com- 
pany, or whether it be in another com- 
pany. The entire loss in either event, 
should fall upon the first policy and the 
second policy should be exempt from 
liability. There is not, however, any 
decision bearing directly on the subject 
and lawyers apparently disagree. 


NEW YORK STATE SPECIALS 








National Union Appoints E. R. Pond in 
Eastern New York and H. C. 
Knowles in Western 





The National Union of Pittsburgh has 
appointed Edwin R. Pond special agent 
for Eastern New York, succeeding A. S. 
Robinson, resigned. Mr. Pond’s head- 
quarters will be at Albany, and his ad- 
dress is P. O. Box 847. The company has 
also appointed H. C. Knowles special 
agent for Western New York, who takes 
the place of W. J. Dalton, resigned. Mr. 
Knowles’ office will be at 1005 Insurance 
Building, Rochester, N. Y. 

The National Union has sent a letter 
to its Eastern New York agents, recom- 
mending Mr. Pond to them by reason of 
his previous agency and underwriting 
experience, and urging them to co-oper- 
ate with him. In another letter to its 
Western New York agents, the company 
Says that “by reason of his previous 
agency service and improved risk ex- 
perience, Mr. Knowles is exceptionally 
well qualified to fill this important posi- 
tion, and we recomniend him to you 
knowing that he will make his utmost 
effort to advance our mutual interests.” 


BROOKLYN DINNER 





“Keep Smiling” Is Advice of James V. 
Barry; Postmaster Also 
Makes a Talk 





Two hundred members and guests 
attended the annual dinner of the 
Brooklyn Insurance Brokers Association 
at the Hotel St. George, Brooklyn, Wed- 
nesday evening, Feb. 15. Vice-President 
James V. Barry, of the Metropolitan, 
and Postmaster Walter C. Burton, of 
Brooklyn Borough, were the speakers. 
Julian Lucas, of Davis, Dorland & Co.; 
E. W. Dart, vice-president of the Con- 
solidated Fire, Life and Accident Brok- 
ers; C. C. Dominge, of the Great Ameri- 
can; Carroll C. DeWitt. of Fred S&S. 
James & Co., and Frank A. Cantwell, of 
the Queen, were guests of the associa- 
tion. President John M. Boylan pre- 
sided as toastmaster. 

“Keep smiling,” was the keynote of 
Mr. Barry’s informal talk. He urged 
the insurance men to support their or- 
ganizations for the sake of protecting 
their own interests and those of the in- 
surance business as a whole. Brokers 
are in a position to create an enlight- 
ened public opinion which no company 
dare defy, he said. No matter how dif- 
ficult your position in business may be, 
if you will keep smiling and carry an 
air of cheerfulness with you obstacles 
will not prove as large as they seem. 

Postmaster Burton spoke at length 
concerning the magnitude of the post- 
office business and the difficulties which 
are encountered and overcome every 
day. He mentioned especially the con- 
gestion of mails after the business 
offices close and suggested that better 
service could be provided if mail is 
posted several times each day. He 
closed his talk with a eulogy of Abra- 
ham Lincoln and Americanism. 

Mr. Boylan in his introductory talk 
gave a review of the work which has 
been done by the Brooklyn Association. 
The lecture course now under way is to 
be followed by a course in casualty, and 
two-year courses in fire insurance under 
the auspices of the Insurance Institute. 





CHANGES ITS NAME 
The Continental Fire of Winnipeg. 
Canada, has changed its name to the 
Continental Fire & Casualty. 
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Mortgage Intcrests 

If loss or damage is made payable, in whole 
or in part, to a mortgagee not named herein 
as the insured, this policy may be cancelled 
as to such interest by giving to such mortgagee 
a ten days’ written notice of cancellation. Upon 
failure of the insured to render proof of loss 
such mortgagee shall, as if named as insured 
hereunder, but within sixty days after notice 
of such failure, render proof of loss and shall 
be subject to the provisions hereof as to ap- 
praisal and times of payment and of bringing 
suit. On payment to such mortgagee of any 
sum for loss or damage hereunder, if this com- 
pany shall claim that as to the mortgagor or 
owner, no liability existed, it shall, to the 
extent of such payment be subrogated to the 
mortgagee’s right of recovery and claim upon 
the collateral to the mortgage debt, but without 
impairing the mortgagee’s right to sue; or it 
may pay the mortgage debt and require an 
assignment thereof and of the mortgage. Other 
provisions relating to the interests and obliga- 
tions of such mortgagee may be added hereto 
by agreement in writing. 


The purpose of this clause is to pro- 
vide a method of cancellation of the 
mortgagee interests, to make provisions 
for the filing of proofs of loss by the 
mortgagee, upon the failure of the in- 
sured so to do, to make the mortgagee 
subject to policy requirements fn the 
matter of appraisal, time of payment 
and time of bringing suit. 

It provides for subrogation and as- 
signment of the mortgage upon pay- 
ment of loss to the mortgagee, in those 
cases where the company claim that as 
to the owner no liability exists, and 
finally it permits additional provision, 
relating to the interests and obligations 
of the mortgagee, which provisions are 
incorporated in the policy by the use 
of the New York Standard Mortgagee 
Clause. 

An inquiry met frequently is whether 
the mortgagee is bound by the terms 
and conditions of the Co-insurance 
Clause. The courts of this state have 
held that the terms and conditions of 
the 80% vc v-insurance clause are appli- 
cable to the mortgagee as well as the 
insured. 

Principal Provisions 


It is not my purpose to discuss at 
length the New York Standard Mort- 
gagee Clause, but simply to refer to its 
principal provisions, which are as fol- 
lows: 

That in case the owner default in 
payment of premium, the mortgagee 
shall pay on demand. 

2. That the interest of the mortgagee 
shall not be invalidated by any act of 
neglect of the owner or by any fore- 
closure or other proceedings or notice 
of sale nor by any change in the title 
or ownership, nor by any increase in 
the hazard of the risk. 

3. That the mortgagee shall notify 
the company of any change of owner- 
ship or occupation or increase in haz- 
ard, which comes to his knowledge and 
shall pay the premium for any increased 
hazard, otherwise the policy will be null 
and void. 


Requirements in Case of Loss 

The insured shall give immediate notice, in 
writing, to the company, of any loss or damage, 
protect the property from further damage, forth- 
with separate the damaged and undamaged per- 
sonal property, put it in the best possible or- 
der, furnish a complete inventory of the de- 
stroyed, damaged and undamaged property, 
stating the quantity and cost of each article 
and the amount claimed thereon and the in- 
sured shall, within sixty days after the fire, 
Unless such time ig extended in writing by 
this company, render to this company a_ proof 
of loss, signed and sworn to by the insured, 
stating the knowledge and belief of the in- 
sured as to the following: the time and origin 
of the fire, the interest of the insured and of 
ali others in the property, the cash value of 
each item thereof and the amount of loss or 
damage thereto, all incumbrances thereon, all 
other contracts of insurance, whether valid or 
not covering any of said property, any changes 
in the title, use, occupation, location, posses- 
sion, or exposures of said property since the 
issuing of this policy, by whom and for what 
purpose any building herein described and the 
several parts thereof were occupied at the time 
of fire; and shall furnish a copy of all the 
descriptions and schedules in all policies and 
if required, verified plans and specifications of 


any building, fixtures or machinery destroyed 
or damaged. The insured, as often as may be 
reasonably required shall exhibit to any person 
designated by this company all that remains of 
any property herein described, and submit to 
examinations under oath by any person named 
by this company, and subscribe the same; and, 
as often as may be reasonably required, shall 
produce for examination all books of account, 
bills, invoices and other vouchers, or certified 
copies thereof; if originals be lost, at such 
reasonable time and place as may be desig- 
nated by this company or its representative, 
and shall permit extracts and copies thereof to 
be made. 


This clause indicates what the in- 
sured must do in event of loss or dam- 
age. 

1. Insured must give immediate writ- 
ten notice, although verbal notice is 
sufficient, if acted upon. 

2. Insured must protect the property 
from further damage, separate the dam- 


aged and undamaged and put in best 
possible order and make complete in- 
ventory, showing cost and amount 


claimed on each article. 

3. Insured must furnish within sixty 
days after fire satisfactory proof of loss, 
failure so to do within this period being 
fatal to recovery unless requirement 
has been waived. 

4. Insured must furnish and exhibit 
when requested plans, specifications 
and other data enumerated in these re- 
quirements and submit to examination 


under oath and produce books and 
records at such reasonable time and 
place as may be designated. 

You will recall that fraud or false 


swearing, whether before or after a loss, 
voids the insurance, and I believe it 
might be well for me to direct your 
attention to a provision of the penal 
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law which too few insurance men are 
familiar with. It provides in part, that 
a person, who knowing it to be such, 
presents or causes to be presented a 
false or fraudulent claim, or any proof 
in support of such claim for the pay- 
ment of a loss upon a contract of in- 
surance, is punishable by imprisonment 
for not more than five years or by a 
fine of not more than $500, or by both 
such fine and imprisonment. 

The point which I wish to emphasize 
is that it is not necessary that there be 
a sworn proof of claim but under the 
statute the mere presentation of a false 
claim or any proof in support of the 
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claim is punishable as provided in the 
statute. 
Appraisal 

In case the insured and this company shall 
fail to agree as to the amount of loss or dam- 
ize, cach shall, on the written demand of either, 
select a competent and disinterested appraiser. 
The appraisers shall first select a competent 
and disinterested umpire; and failing for fifteen 
days to agree upon such umpire then, on re- 
quest of the insured or this company, such 
umpire shall be selected by a judge of a court 
of record in the state in which the property 
insured is located. The appraisers shall then 
appraise the loss and damage, stating separately 
sound value and loss or damage to each item; 
and failing to agree, shall submit their differ- 
ences only to the umpire. An award in writing, 
so itemized, of any two when filed with this 
company shall determine the amount of sound 
value and loss or damage. Each appraiser shall 
be paid by the party selecting him and the 
expenses of appraisal and umpire shall be paid 
by the parties equally. 


The important features of the Ap- 
praisal Clause are as follows: 

1. The insured must submit to ap- 
praisal upon written demand on the 
part of the company and refusal so to 
do is fatal to recovery unless the com- 
pany has waived its right to appraisal. 

2. Appraisers and umpire must be 
competent and disinterested. 

If the appraisers fail to agree on 
an umpire after a lapse of fifteen days 
either the insured or the company can 
apply to the court for the appointment 
of an umpire. 

4. Appraisers submit their differences 
~~ to the umpire. 

Appraisal must state separately, 
“ae value, loss on each item and the 
award must be submitted in writing so 
itemized, 


Company’s Options 

Tt shall be optional with this company to take 
all, or any part, of the articles at the agreed 
or appraised value, and also to repair, rebuild 
or replace the property lost or damaged with 
other of like kind and quality within a rea 
sonable time, on giving notice of its intention 
so to do within thirty days after the receipt 
of the proof of loss herein required; but 


This clause provides that it shall be 
optional with the company to take all 
or any part of the articles at the agreed 
or appraised value. I never have and 


do not now feel that this is a fair 
clause. I am of the opinion that if the 


company elects to take any of the prop- 
erty or any of the articles at the ap- 
praised or agreed value, they should be 
compelled to take all. 

It also gives the company the option 
to repair, rebuild or replace the prop- 
erty lost or damaged, but this is an 
option which is rarely exercised be- 
cause it creates a new contract be- 
tween the insured and the company 
and is always considered a dangerous 
undertaking. 


Abandonment 


There can be no abandonment to this com- 


pany of any property. 
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An insured cannot compel the insur- 
ance company to take over the salvage 
and pay a total loss. In actual practice 
the value of the salvage is agreed and 
determined just as the amount of the 
loss and the value of the property in- 
volved. 

When Loss Payable ‘ ‘ 

The amount of loss or damage for which this 
company may be liable shall be payable sixty 
days after proof of loss, as herein provided, 
is received by this company and ascertainment 
of the loss or damage is made either by agree- 
ment between the insured and this company 
expressed in writing or by the filing with this 
company of an award as herein provided. 

This clause simply provides for the 
payment of the loss sixty days after 
proofs have been received and the loss 
or damage determined by agreement or 
by an appraisal award. 

Suit 

No suit or action on this policy, for the re- 
covery of any claim, shall be sustainable in 
any court of law or equity unless all the re- 
quirements of this policy shall have been com- 
plied with, nor unless commenced within twelve 
months next after the fire. 


This clause provides that before suit 
can be commenced, all requirements of 
the policy must be complied with, such 
as notice of loss, filing of proofs, sub- 
mitting to appraisal and examination 
under oath, when required, etc., and if 
suit is commenced, it must be brought 
within twelve months after the fire. 


; Subrogation , 
This company may require from the insured 
an assignment of all right of recovery against 


any party for loss or damage to the extent that 
payment therefor is made by this company. 

This is known as the Subrogation 
Clause and simply requires that the 
insured assign over to the company any 
right of recovery for the loss or damage 
that he may have against a third party. 
Of course this is an equitable require- 
ment, otherwise the insured might col- 
lect a loss from an insurance company 
and then proceed against the third 
party, thus collecting double indemnity. 

“Tt is important that the written por- 
tions of policies covering the same prop- 
erty read exactly alike. If they do not, 
they should be made uniform at once.” 

While this admonition appears on the 
outside of the policy and is no part of 
the contract, failure to heed its warn- 
ing has been the cause of most of the 
annoyances, disagreements and difficul- 
ties which have arisen in connection 
with the adjustment of fire losses. 

It is regrettable to say that this ad- 
monition is the last thing to which the 
average insurance broker or agent gives 
any thought, before a loss, while it is 
the first thing that concerns him, after 
the fire has happened. 

Failure to observe this caution cre- 
ates what is known as “Non-Concurrent 
Insurance,” which may arise in many 
ways—sometimes by reason of insuring 
machinery under one item and stock 
and machinery under another item, 
thereby creating. specific and compound 
insurance; it also arises by reason of 
insuring property jointly owned by two 
parties and then insuring part of the 
same property in the name of one 
party; it arises by reason of Non-Con- 
currency of Average and Distribution 
Clauses. 

These conditions of Non-Concurrency 
frequently result in a reduction in the 
amount of the loss which the insured 
otherwise would have collected and in- 
variably brings down upon the head of 
the insurance adjuster criticism, which 
he does not deserve. 

You will recail that on page 1 of the 
policy there is provided a space for 
description of property on which as a 
matter of common every-day practice, 
is attached a policy form, which is 
usually prepared by the agent or broker; 
it indicates the name or title of the 
insured, and his interest, the kind of 
property insured, the location and the 
necessary privileges and modifications 
of policy conditions to meet the indi- 
vidual insured’s requirements. 

CHATTANOOGA SPEAKERS 

Frank Lock, one of the United States 
managers, will address the National 
Association of Insurance Agents’ mid- 
year meeting in Chattanooga. The 
Ohio commissioner, B. W. Gearheart, 
will talk as will Jesse S. Phillips. 





PERKINS HONORED 





. Assistant Manager of the North British 


& Mercantile Greeted With Flowers 
Upon Twentieth Anniversary 





A huge bunch of splendid American 
Beauty roses on his desk surprised 
C. R. Perkins, Assistant United States 
Manager of the North British & Mer- 
cantile, when he arrived at the office 
on February 15th, and then he remem- 
bered that it was the 20th anniversary 
of his connection with the Middle De- 
partment. The roses had been sent by 
his office associates, and Manager C, F. 
Shallcross also sent a large bouquet 
to him. There were hearty good wishes 
expressed on all sides and a general 
handshaking, and good fellowship pre- 
vailed in the office. 

Mr. Perkins, who has been thirty- 
nine years in the insurance business, 
has spent more than half of that time 
in the Middle Department of the North 
British & Mercantile, and its allied 
companies. Starting as general agent 
he has since become assistant manager 
and vice-president of the “North British 
Fleet,” which includes the Pennsyl- 
vania, Commonwealth and Mercantile. 
In the past twenty years, he has seen 
the annual premiums of the companies 
zrow from $400,000 to $8,000,000, and 
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he has also made hosts of friends in 
the various positions he has held. 

Mr. Perkins enjoyed the occasion all 
the more, as he was just recovering 
from a severe attack of bronchitis. 





INVITE C. A. LUDLUM 

George A. Plant, of the State Bank- 
ing Department, addressed the Albany 
Field Club at its monthly meeting on 
February 17, and outlined the require- 
ments of the State Banking Department 
as they apply to banking institutions. 

The March meeting of the club will 
be the big occasion of the season. At 
this meeting all of the Albany local 
agents will be invited as guests of the 
club. C. A. Ludlum, vice-president of 
the Home, has been invited to make an 
address. 
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75 Fulton Street 


All the aids to insurance men—pictures, 
charts, facts, figures—are available at 
this, our New York office. 


Here men who know the problems and 
difficulties of insurance men, will give 
you some valuable data that you can 
use to increase your business and to 


put the business you already have on a 


Drop in! Lloyd-Thomas has been doing 
a lot to help insurance men, as their 
letters of appreciation testify; it can 
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City Fire Premiums 
Show Decrease of 21% 


BIG DROP IN LAST HALF 


New York City Fire Writings Indica- 
tive of General Slump in 
1921 Business 





A decrease of 21% in net fire insur- 
ance premiums is reported for 1921 in 
Manhattan and the Bronx. The total 
for the year amounted to $29,725,114 as 
compared with $37,962,286 for 1920, ac- 
cording to figures furnished the “Insur- 
ance Advocate” by the various offices. 
The figures are the same as those fur- 
nished the New York Board of Fire 
Underwriters for tax assessment for sup- 
port of the Fire Patrol and the general 
expenses of the Board. 

Premiums written in New York City 
during the last half of 1921 show a drop 
of 17%, the total writings being $12,952,- 
655 for the last half of 1921 and $15,670,- 
184 for the corresponding half of 1920. 
The following are the total 1921 writings 
of several of the agencies: Newman & 
McBain—$1,513,101; Crum & Forster— 
$1,511,966; Central Fire Office—$1,104,- 
771; Wallace Reid & Co.—$1,104,589; 
John G. Hilliard—$1,057,734; Darby, 
Hooper & McDaniel—$1,044,520; Willard 
S. Brown & Co.—$888,148; Russell & 
Zeigler, $832,781; Kelly & Fuller— 
$786,313; W. L. Perrin & Son—$813,655; 
Ogden & Fay—$627,745; Hoey & Ellison 
—$512,238; Fred S. James & Co.—$531,- 
042; and Charles G. Smith—$495,117. 

Companies having their own city de- 
partments reported premiums for 1921 
in New York City as follows: Home of 
New York—$1,490,420; Liverpool & Lon- 
don & Globe—$1,423,760; Great Amert- 
can—-$1,074,400; Continental—$1,005,218; 
Globe & Rutgers—$805,699; Royal of 
Liverpool—$753,737; North British & 
Mercantile—$627,343; National Liberty 

$511,842; Commercial Union of Lon- 
don—$439,956; Niagara—$426,180; Phoe- 
nix of London-——$405,805; London & 
Lancashire—$354,385; Hartford Fire— 
$348,748; Sun Insurance Office—$339,- 
173; London Assurance $319,558; 
Northern of London—$289,176; Queen of 
America—$277,281; Automobile of Hart- 
ford—$238,882; and Norwich Union— 
$219,476. 


RECIPROCAL SUES ASSUREDS 

The American Reinsvrance of Hunt- 
ington, Pa. has brought suit in the 
circuit court of Indianapolis, against 
a number of policyholders of the Indi- 
ana Manufacturers Reciprocal, of which 
Sherman & Ellis of Chicago is attorney- 
in-fact. The Nerdyke Marmon Com- 
pany, which manufactures the Marmon 
automobile, and the Indiana Abbatoir 
Company are two of the policyholders 
that are sued for $40,000 each: 

IKIER HEADS LOSS DEP’T 

Edward EK. Ikier, for vears one of 
the most competent of the New Jersey 
field men. has gone with the National 
Liberty as general adjuster. 

Fer a lone time he was with the 
North British & Mercantile: then he 
became assistant secretary of the New 
Jersey. 





THREE NEW OFFICERS 
Three new assistant secretaries in 
the Western department of the America 
Fore Group have been appointed: Olaf 
Nordeng. William C. Kirkland and Fred 
D. Hougham. 
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| AUTOMOBILE & MARINE DEPARTMENT j 





7 Reached 
On Foreign Covers; 
Marine Bill Drafted 


PLACING 





ABROAD LEGALIZED 





Brokers, However, Must Be Licensed 
And Keep Accurate Records; Tax 
Provisions Delayed 





Superintendent Francis R. Stoddard, 
Jr., with the close co-operation of the 
marine underwriting and brokerage rep- 
resentatives, has effected a satisfactory 
compromise of the 
thorized 


question of unau- 
insurance and has endorsed 
a bill prepared by the conflicting inter- 
ests for introduction in 
at Albany. Insurance with both Lloyd’s 
and unadmitted insurance companies 
will be permittea only under the con- 
ditions that such risks are placed by 
brokers specialir licensed by the In 
surance Department 

Brokers may nou. act in the capacity 
of agents nor perform any agency func- 
tions, and must report all business 
placed with non-admitted insurers. The 
new bill does not contain provisions 
for placing a tax upon foreign covers 
nor for changing the system of taxing 
domestic companies, the Superintend- 
ent expressing the opinion that such 
matters should be considered at the 
next session of the Legislature when 
more,time and data are available. 

The amendment to the insurance 
law, prepared by Archibald G. Thacher, 
of Barry, Wainwright, Thacher & Sym- 
mers; Wendell P. Barker; and David 
Rumsey, of Rumsey & Morgan, ia a 
thoroughly constructive piece of work 
and so far as it goes meets with the 
outspoken approval of the local marine 
market, Mr. Thacher is a brilliant ad- 
miralty lawyer whose work of a legis- 
lative nature for the American Insti- 
tute of Marine Underwriters has been 
conspicuously successful. Mr. Barker 
and Mr. Rumsey, counsel for the brok- 
ers, are also leaders in the legal pro- 
fession. 

Spirit of Compromise Evolved 

Following meetings of the sub-com- 
mittee on marine insurance of the 
larger committee working with Super- 
intendent Stoddard on the question of 
insurance with Lloyd’s a declaration of 
principle was evolved embodying the 
following fundamentals upon which 
changes in the law governing marine 
insurance are to be based: 

“1. That the nature of marine insur- 


the legislature 


ance is such that it should be kept 
wholly separate from other classes of 
insurance for al! purposes of regula- 


tion. 

“2. The character and conditions of 
the subject matters of such insurance, 
engaged generaily in foreign trade, 
render it impracticable to impose upon 
such business the same limitations and 
regulations ag are possible with other 
classes of insurance relating to sub- 
jects having a fixed location. 

“3. The conditions under which brok- 
ers may place juarine insurance from 
this State with foreign unauthorized 
insurers should be defined by law and 
conducted under the license, supervi- 
sion and control of the Superintendent 
of Insurance. 

“4. There should be a strict prohibi- 
tion against acting as agent or nerform- 
ing agency functions in behalf of un- 
authorized insurers. 

“5. Representatives of unauthorized 
insurers and marine adjusters should 
be allowed to survey and adjust losses 
in this State, but may not act as agents 
of the insurer in making payment of 
loss except under policies taken out 
by shippers of consignees not residents 
of this State. 





“6. Marine insurance legislation 
chould be designed to place authorized 
companies upon a basis of competitive 
equality with unauthorized companies.’ 

To give marine insurance breadth 
of cover, it was agreed that such in- 
surance should include all risks of 
transportation and navigation on land 
or water or in the air, with the sole 
exclusion of automobiles. Under the 
licensing provision of the bill the Su- 
perintendent will have power by writ- 
ten or oral examination to determine 
whether applicants for permission to 
insure abroad are competent and trust- 
worthy. 

Must Keep Record of Outside Covers 

Licensed brokers are required to 
keep detailed records of business placed 
with unauthorized insurers and these 
records must be open at any time to 
examination by the Department. This 
business for the present will not be 
subject to taxation. 

Under his power of regulation the 
Superintendent may prescribe’ the 
forms of letters of advice, cover notes 
and policy endorsements, so that all 


such instruments shall bear express 
notice to the assured that they are 


covered by insurers not licensed to do 
business in this state and who maintain 
no deposits here and who are not sub- 
ject to service of process by American 
courts. This is an important victory 
for the underwriters who contend that 
assureds will be doubly careful about 
taking unadmitted insurance when they 
know there are no financial guarantees 
behind it which can be reached here 
through suits. 

The bill is not the result of friction 
between the brokers and underwriters 
but the outgrowth of the inability of 
the Insurance Department to interpret 
regulations governing insurance with 
Lloyd’s when the law contained seem- 
ingly ambiguous and conflicting pro- 
visions. Those on the marine sub-coin- 
mittee included the following: Hendon 
Chubb, A. Chalmers Charles, Wm. H. 
LaBoyteaux, Mr. Thacher, Mr. Rumsey, 
Mr. Barker and representatives of 
Lloyd's. 

New Sections of the Law 

Following are the new sections to 
Article IV of the Insurance Law which 
will apply exclusively to marine ingur- 
ance: 
nae New Marine Law 
Section 157. | Prohibition of unauthorized in- 
surance; licensing of brokers in certain cases. 
; Sub- Division 1. Prohibition of unauthorized 
insurance, That any person, partnership or 


corporation, who, with or without compensation, 
shall, in or from this State (e xcept as in this 
article hereinafter provided) solicit, negotiate 
Place or bind risks, furnish, obtain, transmit or 
collect premiums, premium rates or policy terms 
and conditions, validate by counter signature or 
otherwise, any binder, cover note, slip, policy 
or other instrument of insur; ance, make, de- 
liver or transmit reports or declarations of risks 
under any open cover, policy or other instru- 
ment of insurance with, for or from any in- 
surer, net authorized by license of the Superin- 
tendent to transact the business of insurance 


nen 
_—__ 
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in this State, and whether the subject matter 
of the insurance or reinsurance is or may be 
within or without this State, or who shall guar- 
antee or otherwise secure the validity, perform- 
ance or legality of any instrument or agreement 
of insurance (unless an authorized marine re- 
insurer) or who shall aid or participate in any 
of the aforesaid acts or who shall, in any man- 
ner, directly or indirectly, aid in transacting 
such unauthorized marine insurance, shall be 
guilty of a misdemeanor and in addition to any 
other penalty provided by law, shall be punish- 
able by imprisonment for not more than one 
year or by a fine of not more than $1,000 or by 
both such fine and imprisonment for each of- 
fense. Provided, that this sub-division shall not 
apply to the negotiation or placing by a duly 
licensed insurer of this State as principal of 
reinsurance with insurers not licensed to trans- 
act business in this State. 

Provided, that for the purposes of this article 
any office outside of the United States or an 
insurer, incorporated or unincorporated, of a 
foreign country, whether said insurer be li- 
censed to do business in this State or in any 
other State of the United States, its territories, 
dependencies or possessions or in the District 
of Columbia, or not, shall, for the purpose of 
this section, be deemed and held to be an insurer 
not authorized to transact the business of in- 
surance in this State. 

Provided, however, that the foregoing shall not 
include a surveyor, settling agent, average ad- 
juster or broker performing services in con- 
nection with imperilled, salved, damaged or 
lost subjects of insurance, or in the settlement 
of claims or adjustment of losses or in the 
preparation of statements of general or particular 
average, but no person or corporation shall, in 
any capacity, directly or indirectly, pay any 
losses in behalf of an insurer not* licensed by 
the Superintendent to transact the business of 
marine insurance in this State, except under 
policies or instruments of marine insurance cov- 
ering shippers or consignees not resident or hav- 
ing places of business in this State. Provided, 
further, that the aforesaid prohibition against 
payment of losses shall not apply to the trans- 
mission of funds from foreign unlicensed insur- 
ers through bona fide bankers in this State. 


Brokers Licensed for Unauthorized Risks 


a division 2. Licensing of Brokers in Cer- 
tain cases— That the Superintendent, in consid- 
poco of the carly payment of $100, shall issue 
to any person or corporation who is trustworthy 
and is competent to transact a marine insurance 
business in such manner as to safeguard the 
interests of the insured and who maintains in 
this State a regular office for the transaction of 
an insurance brokerage business a_ license, re- 
vocable for cause by the superintendent, permit- 
ting the party named in such license to act 
within this State as representative of the as 
sured or broker to solicit or negotiate or place 
contracts of marine insurance with insurers that 
are not licensed to transact the business of insur- 
ance in this State, to deliver to the assured 
letters of advice, in such form as the Superin- 
tendent may prescribe, informing said assured 
of the amount of insurance obtained by said 
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licensee, premium and the names of the in- 
surers, to collect and transmit, as representative 
of the assured, the premiums thereon, receive 
and deliver the policies, subject to regulations 
to be prescribed by the Superintendent, and shall 
renew said license annually, unless revoked for 
cause. In order to determine whether an ap- 
plicant for the license herein provided is trast- 
worthy and competent to transact a marine in- 
surance business in such manner as to safeguard 
the interests of the insured, the Superintendent 
ef Insurance may require of such applicants such 
information as the Superintendent may deem 
necessary, and such applicants shall submit to 
such examinations or tests, oral or written, as 
the Superintendent may impose. Said license 
shall provide and the licensee thereunder shall 
agree that it may be revoked by the Superin- 
tendent in his discretion in the event that said 
licensee does not comply with the terms and 
conditions of said license and of this article; 
Provided, That if a branch, associate, agent, 
correspondent, or head office of any broker so 
licensed by the Superintendent, or such broker, 
shall, outside of this State, do or perform any 
of the acts or things forbidden to an unlicensed 
broker in this State, the Superintendent may, in 
his discretion, cancel and revoke the license of 
such licensee: Provided, however, that nothing 
herein contained shall authorize any person 
or corporation so licensed to act as insurer or 
guarantee or otherwise secure the validity, per- 
formance, or legality of any agreement, instru- 
ment, or policy of insurance or reinsurance, or 
bind risks, validate or effect by countersignature 
or otherwise, any binder, cover note, slip, policy, 
or other instrument of insurance, or make bind- 
ing declarations or risks thereunder. 


Must Keep Record of Risks 


Sub-division 3. Licensed Broker to Keep Rec- 
ords of Transactions—That any person or cor- 
poration holding such license from the Superin- 
tendent who shall do or perform any or all of 
the aforesaid acts in connection with marine in- 
surance with any insurers that are not author- 
ized by license of the Superintendent to trans- 
act such business in this State, shall (1) maintain 
in good faith an office in this State; (2) keep in 
said office a complete book of record of the 
marine insurance transacted by, through or with 
his or its assistance with unauthorized insurers, 
showing (a) a brief description or identification 
of the subject matter and kind of the insur- 
ance, (b) the voyage insured, or, if for time, 
the date of such insurance going into effect and 
the date of its termination, (c) the name of the 
beneficial insured, (d) the amount insured with 
unauthorized insurers, (e) the rate of premium 
and (f) the gross premium payable therefor. 
Such book of record shall also contain statements 
in the same detail of all insurance canceled or 
on which premiums have been increased or re- 
duced (including laying-up returns) and_ the 
amounts of additional or of return premiums 
thereon; (3) and keep in said office such addi- 
tional record of the insurance, including the 
names of the insurers and the amount insured by 
each as the Superintendent may require. The 
books of recora and all supplementing records 
shall be open at all times to the inspection of 
and examination by the Superintendent of Insur- 
ance or anyone appointed by him for said pur- 
pose. The data as herein outlined shall be fur- 
nished to the Superintendent within one month 
following his request therefor and upon the form 
furnished by him. Such classified records of 
any licensee reporting shall be regarded by the 
Superintendent as intended solely for the in- 
formation of the State and Federal authorities 
and shall not be revealed to any person not 
authorized by law to receive the same. Any 
licensee under this chapter failing to report such 
classified records, or any part thereof, within 
the time limit prescribed by this section shall be 
guilty of a misdemeanor and shall in addition 
to any other penalty in this chapter provided, 
forfeit to the State $500 per month for each 
month he has failed. 





FRANK B. HALL & CO. MOVES 

Frank B. Hall & Co. have removed 
from their offices at 56 Beaver street 
to the new Munson Steamship Building 
at 67 Wall street. Under the terms of 


sale the Insurance Company of North 
America purchased the Merchant Ma- 
rine House with the understanding that 
it would eventually occupy the entire 
premises with its own offices. 
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How Property Damage 
Has Been Extended 


MORE BENEFITS FOR ASSURED 


Ely, of Aetna, Describes “Loss of Use” 
Clause and Full Liability of 
Policyholders 


Automobile property damage insur- 
ance is being broadered to cover not 
only the accidents usual to the contem- 
plated operations of a motor car, but 
also to cover the unusual claims. To 
illustrate how this insurance has be- 
come more valuable to the _ public 
through the extension of its scope and 
the liberalization of its features Ed- 
mund Ely, of the Aetna Life, related 
briefly the history of property damage 
coverage in a lecture before the In- 
surance Institute. For example the 
“loss of use’ feature of the policy was 
formerly excluded as not within the 
proper scope of insurance on automo- 
biles. Later it came to be viewed as 
a fair form of liability for the com- 
panies to assume. 

“In the early days of automobile 
insurance all reference to loss of use 
in the property damage clause was 
omitted as it was not generally be- 
lieved at that time that such loss of 
use of damaged property would con- 
stitute a claim upon the assured,” said 
Mr. Ely. “In, course of time claims of 
this nature were presented and some 
companies, acting on advice of counsel, 
paid such claims, the contention being 
that a person who owned a piece of 
property, whether it be a house or an 
automobile, not only enjoyed posses- 
sion of the physical article but also the 
right to use such article and, therefore, 
if such right of use were impaired it 
was as much an invasion of his prop- 
erty right as physical damage to the 
property itself. In order to avoid any 
misunderstanding, some years ago loss 
of use was made a specific exclusion 
from the property damage coverage and 
permission was given to include it at 
an additional premium. Subsequently 
it was recognized that the public de- 
mand was for insurance that would 
fully protect against claims of this 
nature and the loss of use feature was 
included in the coverage and remains 
there today. 

“At this stage I want to point out 
that loss of use in connection with 
property damage must not be confused 
with loss of use in connection with 
collision. A few years ago some few 
companies undertook to write loss of 
use in connection with collision insur- 
ance, which means that in the event 
an assured’s own car were damaged 
by collision he could recover from the 
company not only the actual damage 
to the car but a certain fixed amount 
to compensate him for the loss of use 
of his car while it was being repaired. 
This type of coverage never proved 
popular and is practically non-existent 
today. 

“The clause in the policy contract 
‘Accidents due to the ownership, main- 
tenance and/or use of the automobile’ 
is very comprehensive and sometimes 
produces claims which were certainly 
not within the contemplation of those 
who drafted the clause and yet can 
hardly be avoided under the existing 
wording. For example a coal truck was 
standing alongside the curb delivering 
its cargo and the window of an ad- 
jacent house being open the coal dust 
blew into the room, causing damage 
to the house furnishings. The use of 
the truck for delivery of coal was con- 
templated by the company when ac- 
cepting the risk and this was certainly 
an accident dua to the use of the truck 
in that particular business and, there- 
fore, it came under the coverage of 
the policy and was paid. 

Liability of the Assured 

“In considering the liability of the 
assured, it is important to note that 
courts have almost unanimously de- 
clared that an automobile is not in- 
herently a dangerous machine. The 
automobile owner, then, is liable, first, 


for his own negligence, and second, for 
the negligence of a servant when act- 
ing within the scope of his. employ- 
ment. 

“The same clause relating to addition- 
al interests (usually called the ‘omnibus 
coverage feature’) applies to property 
damage just as it does to liability. The 
clause reads as follows 

“*While any automobile covered here- 
by is being used with the express or 
implied consent of the assured or of an 
adult member of the assured’s house- 
hold who is not a chauffeur or domestic 
servant, the provisions of this policy 
with respect to claims upon the assured 
on account of damage to property of 
others shall inure to the benefit not 
only of the assured but also to the ben- 
efit of any person riding in said auto- 
mobile and to the benefit of any person, 
firm or corporation responsible for the 
operation of said automobile.’ 

“The introduction of this clause was 
occasioned by various conflicting de- 
cisions throughcut the country, some 
attempting to limit the liability of the 
owner under the old common law doc- 
trine of master and servant and others 
extending the principle so as to cover 
practically every operation of the auto- 
mobile. 

“In some states there has been an 
attempt to fix on the owner of an auto- 
mobile a liability in excess of that im- 
posed under the common law. For 
instance,’ in Michigan a statute was 
introduced attempting to make the 
owner responsible for all injuries occa- 
sioned by the negligence of the driver 
of the machine except in the case of 
its being stolen. This, however was 
declared unconstitutional and was fol- 
lowed by a subsequent law which pro- 
vided that the owner would not be 
liable when the machine was driven 
without his consent or knowledge, and 
such law is constitutional and is now 
in effect. Nevertheless it will be seen 
that it extends the liability further 
than the common law does inasmuch 
as it makes the owner liable when 
the automobile is loaned to another. 
The clause as now in use in the policy 
takes care of either event and is a 
further indication of the tendency 
toward broadening the coverage.” 


GREEK LAWS INADEQUATE 





Writer There Says Absence of Marine 
Acts Has Allowed Intolerable 
Conditions to Exist 


Marine insurance tangles in Greece 
are attributable, according to a special 
correspondent of “The Policy,” to a lack 
of Government supervision over marine 
insurance underwriting methods and 
the personnel of the business. Too 
great a degree of freedom with respect 
to the conduct of this branch of insur- 
ance has culminated in the terrific 
series of losses during the last year 
and a half, and the absence of compe- 
tent legislation has delayed the im- 
provement in Greek insurance centers 
and also in the shipping circles, which 
have been depleted so mysteriously 


EDMONDS ON HARTER ACT 


Has Heard of No Action to Push 
McKellar Bill, Concerning Amend- 
ments, for Passage 





With reference to the McKellar Bill, 
Senate Bill 327, amending the Harter 
Act by denying carriers certain exemp- 
tions, Representative Edmonds says to 
The Eastern Underwriter that “I have 
heard of no action recently to push 
this bill. As you know we have had 
a complete investigation of the subject 
of ship losses and the Shipping Board 
today is working on a program to cor- 
rect this situation, and also to see what 
is necessary in the way of changes in 
present legislation.” 





9,995 CARS STOLEN IN STATE 
Over Half Were Recovered in 1921; 
Local Ordinances Render Selling 
of Stolen Cars Difficult 





Local ordinances’ requiring used 
motor car dealers to report all cars 
bought and sold have reduced auto- 
mobile thefts materially and have in- 
creased greatly the recovery of stolen 
cars. The effectiveness of these ordi- 
nances is attested to by mayors and 
chiefs of police from cities all over 
the United States in replies made to 
questionnaires sent out by the New 
York State Cenference of Mayors. 
While most of these ordinances forcing 
dealers to report the purchase and sale 
of automobiles do not make it more 
difficult for thieves to steal cars they 
nevertheless act as a forcible deter- 
rent by rendering exceedingly hard the 
disposal of stolen cars and except for 
use as an accessory in the rum-running 
trade the chief incentive to steal an 
automobile lies in the chances for profit 
throvgh consequent sale to an agency 
or direct to a gullible customer. 

Figures comnviled by the chiefs of 
police of New York state cities show 
that the percentage of recoveries of 
stolen cars has increased to 57%. In 
1920 the percentage of recoveries was 
56%. The reports show that 9,995 auto- 
mobiles were stolen in this state last 
year. of which 5,671 were recovered. 
In 1920 7,005 automobiles were stolen. 


through the sinkings of many vessels. 
The writer for “The Policy” says: 
“After the most careful survey, ex- 
tending over the past two years. I have 
concluded it is in great part attributa- 
ble to an almost total absence of spe- 
cific marine insurance legislation here. 
With very few exceptions, the statutes 
drawn by the Greek Government apply- 
ing to insurance appear to have been 
directed almost entirely to fire and life. 
“Specific legislation with regard to 
marine is essential, wherein should be 
recognized the special problems sur- 
rounding Greek marine insurance as it 
at present stands. The details should 
be formulated with caution, and drawn 
fully capable of protecting both the 
Greek shipowner and the underwriters.” 
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LIENS ON MOTOR CARS 


Bill at Albany Would Give Injured Per- 
sons Right to Attach Autos of 
Defendants to Assure Payment 


Following the line of thought laid 
down in the recent recommendations 
of Insurance Commissioner Hobbs to 
the Massachusetts Legislature in which 
he advised the passage of a bill giving 
persons injured by automobiles or the 
relatives of those who are killed by 
such accidents liens upon the motor 
vehicles of persons against whom claims 
are lodged, as a substitute for the pro- 
posal to enact compulsory liability in- 
surance, a similar bill. has been intro- 
duced in the New York Legislature by 
Assemblyman Rayher. 


The text of the measure, amending 
chapter thirty of the laws of 1909, an 
act relating to highways, follows: 


Liens on motor vehicles and motor cycles; 
attachment. A person who has a right of action 
based upon personal injury or death resulting 
from the negligent or unlawful operation of a 
motor vehicle or motor cycle shall have a lien 
upon the motor vehicle or motor cycle and its 
equipment, to secure the payment of such claim. 
Such lien shall take precedence over all prop- 
erty rights in such motor vehicle or motor 
cycle, or liens thereon, except liens created 
prior to the time this section takes effect. and 
except prior liens under this section. Upon 
the application of the plaintiff in an action for 
personal injury or death resulting from the 
negligent or unlawful operation of such a motor 
vehicle or motor cycle, a warrant of attachment 
against the motor vehicle or motor cycle may 
be granted, and the provisions of articles fifty- 
four and fifty-five of the civil practice act, so 
far as applicable, shall apply to obtaining and 
executing the warrant, except to entitle the 
plaintiff to such a warrant, the plaintiff shall 
be required to show only that a cause of action 
specified in this section exists against the de- 
fendant, and except that no security on the 
part of the plaintiff shall be required upon the 
granting of the warrant. Such attachment may 
be discharged upon the defendant giving 
security in the manner and subject to the pro- 
visions. so far as applicable, of article fifty 
sevan of the civil practice act, and execution 
upon a final judgment in such action shall be 
satisfied from the attached motor vehicle or 
motor cycle. in the manner. so far as applicable, 


as provided by article fifty-nine of the civil 


practice act. 





BRITISH USE HAGUE RULES 


North-Atlantic Westbound Conference 
Puts Liberal Features in Newly 
Issued Bills of Lading 


British steamship companies compos- 
ing the North-Atlantic Westbound Con- 
ferencd have altered their bills of lad- 
ing to conform with the recommenda- 
tions contained in The Hague Rules. 
Practically every big company operating 
trans-Atlantic liners belongs to the 
Conference as do likewise the leading 
cargo carrying companies. These 
changes apply only tot west-bound traf- 
fic, for the Harter Act governs the 
issuance of bills of lading in the United 
States and amendnients to the act must 
be passed before the most liberal fea- 
tures of The Hague Rules can be in- 
corporsated into American bills of lad- 
ing. Lloyds List states that the new 
forms were instituted in England the 
first half of this month. 





FOREIGN TRADE MEETING 

Marine insurance from various as- 
pects will be considered thoroughly at 
the annual meeting of the National 
Foreign Trade Convention, to be held 
May 10 11 and 12 in Philadelphia. 
Under the general heading of “Ocean 
carriage” marine insurance and the 
carrier’s responsibility from the view- 
points of the banker. shipper, under- 
writer and carrier will be treated as 
sub-divisions. 





HARTFORD AUTO ADS 


Institutional advertising is gaining 
in favor in Hartford. Many of the 
automobile underwriting agencies there 
combined last week and took nearly 
two full pages in the “Courant’s” special 
section featuring the automobile show. 
The various agents’ names, addresses, 
and specialties were grouped around 
two center cuts describing automobile 
hazards and telling the needs for in- 
surance. 
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CASUALTY AND SURETY NEWS 








U.S. F. & G. Syracuse 
Branch Does Well 


CONTROLS STATE, EXCEPT HERE 
W. Talbot Sinclair, Manager, and H. C. 
Gillespie, Assistant Manager; P. F. 
Lee, Second Assistant Manager 





The Syracuse Branch Office of the 
United States Fidelity & Guaranty, es- 
tablished February 1, 1921, in charge 
of W. Talbot Sinclair, manager, and 
H. C. Gillespie, assistant manager, with 
offices at 433 South Salina-street, is 
doing well. It controls the entire state 
of New York exclusive qf New York 
City and the territory immediately con- 
tiguous thereto. The office is fully 
equipped for the underwriting of fidel- 
ity, surety, burglary and casualty lines, 
likewise functions in a_ supervisory 
capacity, directing all development work 
throughout the territory. Under the 
management of this office are the under- 
writing, inspection, likewise surety and 
casualty claim depariments. The growth 
of this office has been quite rapid, neces- 
sitating the transfer of Philip F. Lee, 
considered one of the company’s most 
able men, from Honolulu, T. H. Mr. 
Lee occupies the position of second as 
sistant manager. 

W. Talbot Sinclair entered the em- 
ploy of the United States Fidelity & 
Guaranty February 1, 1914, as special 
agent and traveled Virginia, North and 
South Carolina, Maryland, Delaware 
and Southern New Jersey. On January 
1, 1919, he was transferred to New York 
State: in the capacity of supervising 
special agent and subsequently made 
manager of the Syracuse branch office 
February 1, 1921, the date of its estab- 
lishment. Previous to his connection 
with the United States Fidelity & Guar- 
anty Mr. Sinclair was identified with a 
well known banking firm. 

H. C. Gillespie entered 
of the United States Fidelity & Guar- 
anty on May 5, 1919, as special agent 
traveling Maryland. Subsequently, he 
was assigned to the company’s under- 
writing office at Pittsburg, Pa., and 
previous to his promotion to assistant 
manager of the Syracuse branch office, 
he was located at Portland, Maine, as 


the employ 


special agent for Maine, New Hamp- 
shire and Vermont. Before becoming 


identified with the United States Fidel- 
ity & Guaranty Mr. Gillespie was con- 
nected with general agencies in Con- 
necticut and Baltimore, Md., dating 
over a period of seven years. 

The year 1921 was a good one for this 
office, with fine prospects for 1922. 


DONALDSON’S DINNER 

The dinner to Thomas B. Donaldson, 
Insurance Commissioner of Pennsyt- 
vania, to be held at the Bellevue-Strat- 
ford, Philadelphia, on March 138, will be 
as large an affair as the one in Pitts- 
burgh, it is thought. This is the ban- 
quet committee: S. H. Pool, general 
chairman; J. Barton Longacre, Walter 
H. Everet, John B. Morton, C. M. Hun- 
sicker, A. H. Reeve, Charles A. Hex- 
amer, Louis, Weiderhold, Jr., Harry 
Penn Burke, John W. Doriss, A. P. 
Stradling, F. B. Burdsall, Frederick L. 
Holman, George A. Hass and Burling 
D. Prince, $ 


NEW FOR'IGERY BONDS ADOPTED 

The committee 
the Surety 
adopted 


on forgery bonds. of 
Association of America, 
three new forms of forgery 
bonds to be known as the “Commercial 
Forgery,” “Depositors’ Forgery,” and 
“Bankers’ Limited Forgery.” The com- 
mittee has held several all-day sessions 


” 


at the Hotel Pennsylvania and the 
forms have been adopted after thor- 
ough discussion and the elimination 


of all objectionable clauses, 





K. C. Atwood Credited 
With Double Benefit 


IDEA 





ORIGINATED IN 1891 





First Accident Policy of This Kind 
Issued to W. C. Potter, of 
Preferred 


The Eastern Underwriter has_ re- 
ceived from W. C. Potter, secretary of 
the Preferred Accident, a letter reading 
in part as follows: 

“A statement has been made regard- 
ing the origination of the double in- 
demnity clause, that was: not histori- 
cally correct, the credit having been 
given to the late James R. Pitcher for 
the introduction of the said clause in 
the personal accident contract. 

“The writer holds the first accident 
policy containing the double indemnity 
clause and which was issued by the 
Preferred Mutual Accident Association, 
and bears date of July 1, 1891. The 
single principal sum is $5,000 and the 
single weekly indemnity $25, both items 
being doubled if the bodily injury was 
received while riding in any regular 
passenger conveyance’ propelled by 
steam, electricity or cable. This dou- 
bling feature also applies to loss of 
limb or sight. 

“In view of the above facts, the credit 
for the double benefit idea should be 
given to Kimball C. Atwood, who or- 
ganized the Preferred Mutual and is 
now president of the Preferred Acci- 
dent.” 


KELLY CO. CASE SETTLED 
General Accident Awarded’ Large 
Amount; Stoddard Gets Credit for 
Closing Extended Litigation 





The Supreme Court of New York 
County has handed down an order set- 
tling and discontinuing the litigation 
brought by the General Accident, Fire 
& Life Assurance Corporation, Ltd., 
against the John A. Kelly Company, 
its former New York manager.  Al- 
though the papers on file do not dis- 
close the amount paid by the Kelly Com- 
pany in settlement, it is rumored that 
il was more than $50,000. 

This case has been before the courts 
for several years with changes in coun- 
sel and referees. George M. Mackeller 
was the first referee appointed, but be- 
came ill and resigned. Francis O. Af- 
feld, Jr., was appointed to succeed Mr, 
Mackeller. After Mr. Affeld had con- 
ducted several hearings and counsel for 
the Kelly Company had refused to pay 
the referee more than the statutory fee 
of ten dollars per day, he resigned. Jus- 


tice Finch then appointed Francis R. 
Stoddard, Jr. 
Mr. Stoddard insisted on short ad- 


journments and at least weekly hear- 
ings, thus pushing the case along. Tle 
General Accident has been represented 
since 1918 by William Otis Badger, Jr.; 
Joseph Thurlow Weed and Cardozo & 
Nathan have been the attorneys for the 
John A. Kelly Company. Counsel for 
the General Accident gives all the credit 
for the settlement to Mr. Stoddard, 
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General Casualty and Surety Insurance 
Buy Your Insurance From a Michigan Company 
Workmen’s Compensation. 
erty Damage and Collision. Residence Burglary, Owners’ 
and Tenants’ Elevator, General Public Liability. 
Glass. Accident and Health. Fidelity and Surety Bonds. 
General Casualty and Surety Company 
ELMER H. DEARTH, President 
606 Woodward Ave., Detroit, Mich. 
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Plate 





Withdrawals Start 
From Mississippi 


SURETY COMPANIES LEAVE 





Royal Indemnity and Hartford Pull 
Out; Summonses Slow to 


Reach City 





General withdrawal of casualty and 
surety companies from Mississippi will 
be the answer to the anti-trust suits 
instituted in that state. The penalties 
asked for the alleged violations are 
too ridiculous to make any other step 
possible. If paid there would be “no 
such animals” as surplus. Two com- 
panies which were among the first to 


withdraw were the National and 
American Surety. 
The companies mentioned in the 


summonses are American Surety, Aetna, 
Employers, Continental, Equitable, Fi- 
delity & Casualty, Georgia Casualty, 
Fidelity & Deposit, Globe, Hartford, 
Home Life & Accident, Interstate, Na- 
tional Casualty, National Life of the 
U.S. A., National Surety, North Ameri- 
can Accident, Ocean, Royal, Standard 
Union, United States Casualty, United 
States F. & G. and New Amsterdam. 

The summonses were slow in reach- 
ing New York, Some companies, how- 
ever, got them on Saturday of last week. 

Two of the casualty companies to 
leave the state are the Royal and Hart- 
ford. Action by other companies will 
be announced later. 





PRIZE EXHIBIT EDITOR 
The Phoenix Mutual in its agency 
paper begins a story with the headline, 
“How An Editor Got Rich.” That’s as 
far as we read. 
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NEW HOME FORMALLY OPENED 





Commercial Casualty Company Officers 
and Directors Give Reception in 
Handsome Suite of Offices 





The Ballentine residence, one of the 
landmarks in Newark overlooking 
Washington Park, has been transformed 
into a modern and attractive suite of 
offices connected with the general offices 
of the Commercial Casualty Insurance 
Company in the new three-story annex 
recently built, the whole making a spa- 
cious home office with the best of mod- 
ern equipment. This new home office 
was formally opened last week, when 
the officers and directors of the com- 
pany held a reception in the executive 
offices. 

Some of the best wood-working art 
of the late eighties is displayed in the 
interior decorations of the offices. Pres- 
ident C. W. Feigenspan’s office is fin- 
ished in white mahogany, that of Sec- 

‘retary Van Winkle in cherry, and the 
offices of J. H. Shale, vice-president and 
general manager, and of W. R. Griffin, 
assistant secretary, are in keeping with 
the splendid appointments of the man- 
sion. The studio and ball room, with 
its beautifully carved woodwork and 
other fixtures, will be used as an 4as- 
sembly and conference room for the 
officers and staffs of the company. 

A rest room and a fully equipped 
hospital, where employes may receive 
medical attention, are other features of 
the transformation. The legal depart- 
ment occupies the spacious room which 
was formerly the billiard room. In the 


annex are the accident and health de- 
partments, the accounting department 
and the filing room, all of which are 
directly connected with the executive 
offices. 
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Sales Points Made 
By J. W. Thomson 


REACHING A. & H. PROSPECTS 








Accident and Health Insurance May 
Save Your Life Insurance, One 
Argument for Salesmen 





J. W. Thomson, of Hoppe & Thom- 
son, managers of the Continental Cas- 
ualty, New York branch, believes that 
a man should know his policy, his com- 
pany, and the principles which govern 
them if he is to be a successful insur- 
ance agent. Guided by this belief he 
not only induces the beginner to sell 
insurance, but gives him several per- 
sonal interviews during which the 
stumbling blocks which are known may 
be explained, the proper method of 
approach pointed out, and lectures on 
salesmanship and insurance history de- 
livered in a way which cannot but be 
interesting. Mr. Thomson is beginning 
his thirtieth year in the insurance busi- 
ness, having entered the field and sold 
his first application in his twenty-first 
year. 

In discussing principles which must 
be consistently followed to become a 
successful salesman Mr. Thomson tells 
a beginner, “Never plead with a man. 
Lay out your work and see a specified 
number of people every day. Do this 
and you will iind it hard to fail. If 
you are working for an employer you 
must put in a certain number of hours 
every day or your salary will reflect 
the loss of time. The ‘same thing 
holds true with this work and you are 
responsible only to yourself. Therefore, 
if you do not foilow the system of see- 
ing a certain number of people every 
day you are not honest with your own 
time and your income will not be as 
large as it should be. 

Avoid Word “Insurance” 

“Avoid the use of the word ‘insur- 
ance. If you want to sell a health and 


accident policy talk income or salary 
srotection. Let your approach and in- 
itial sentence he, ‘Is your salary pro- 
tected?’ This does not mean anything 
to your prospect but it throws him at 
your mercy. He asks, ‘What do you 
mean?’ 

“That one question is your oOppor- 
tunity. It means that he has asked 
and will listen to your story and is 
really interested because it, sounds ad- 
vantageous to him for you touch a 
vital spot when you mention a man’s 
salary or income. This is your op- 
portunity to make him think your way. 
It is the point where the salesmanship 
comes in. Paint a picture in words 
of a possible sickness or disability, 
with your prospect lying flat on his 
back or going about on crutches, his 
income stopped because he is unable 
to work, and his family in dire distress 
through lack of funds and humiliated 
by the necessity of seeking credit from 
trades people or relatives. Show him 
as clearly as you can the additional 
expenses which are mounting up in 
medical bills and coincidental needs. 
He cannot fail to see the benefits of 
the protection vou are offering and he 
asks, ‘That sounds good, what will a 
thing of that kind cost?” The minute 
a man reaches that point you have com- 
pleted 98% of vour sale. 

“He may come back with the argu- 
ment, ‘I am carrving a large life insur- 
ance policy which is about all I can 
handle. ‘Life insurance,’ you answer, 
‘but who will pay your life .insurance 
when your income stons? Our policy 
will save your life insurance for your 
family, it insures now and pays you 
while you are alive, and it costs no 
more than your daily papers and maga- 
zines. You appear to be a man with 
enough manhood, pride, and self-respect 
to make you want to save anyone dear 
to you from the possibilitv of any such 
predicament. You see you really can- 
not afford to be without it.’ 

“The insurance salesman is the high 
est type of salesman because he deals 


with every, class of people and be- 
cause what he sells appeals to the sen- 
timental side of any man. After you 
have sold your policy do not consider 
your work completed for it isn’t. De- 
liver the policy in person and go over 
every clause with the assured so that 
he may know what he has purchased. 
This avoids any misunderstanding later 
on, shows him the exact benefits he 
may expect, and educates him in the 
proper method of entering a claim. Your 
explanation inspires confidence and 
puts the assured in a position where 
he can defend his policy against the 
attack of an encroaching agent. It 
makes him fully appreciate the protec- 
tion he has purchased. Always remem- 
ber that a policy properly placed is 
worth ten written. 

“Next, induce him to give you the 
names of three of his friends to whom 
you may go with his recommendation. 
Never leave a man without getting two 
or three such names. They will give 
you a friendly hearing because of his 
recommendation and your work conse- 
avently becomes easier. Remember 
that every policy sold assures you 
an addition to your income as long 
as the business remains in force. Day 
by dav you wil! build toward inde- 
pendence and when the time comes that 
you can no longer work your income 
will be sufficient to support you com- 
fortably through renewal income from 
the business vou have established. 
Every man will strike his own level. 
This income will be what you have 
made it. 

“Don’t be afraid to tackle the big 
men. They need insurance just as 
much as those whose incomes are small. 
They are easier to sell, too. because 
most business men are familiar with 
the name of your company and need 
merely to be shown the investment 
value of the policy. Insurance is a 
business proposition from first to last, 
and von should avproach a man, big 
or small. with full confidence that von 
know more about the proposition than 


he does. Therefore, he must listen td 
you and you must be ready to answer 
questions of any kind that he may put 
forward concerning the different fea- 
tures of the policy. Pleading tactics 
are of no avail. Pleading arguments 
are ridiculous. Put your proposition 
forward in a strictly business way. If 
your prospect is pessimistic cut short 
your interview, for it is foolish to 
waste time on him. 

Make Sure of Proper Classification 

“Always be certain to get a man in 
his proper classification before quoting 
any, prices to him. This may save you 
a sale. Never classify him too high, 
or the company will be forced to pro- 
rate his payment in case of claim and 
this means a dissatisfied client. A client 
of this nature means a loss of business, 
and a satisfied client means an increase 
in business. Be exacting at all times 
in your dealings in rates, classification, 
policy conditions, etc. The public con- 
fidence in you will grow from day to 
day. Go into the business with the 
instilled confidence that you are just 
as good as any man who ever entered 
the business and that if others are 
making good you can. There is an 
old saying in the insurance business 
which is true in every sense. If you 
study it and live up to it you will make 
good. The saving is: ‘He can who 
thinks he can.’” 





EDGAR DIRECTOR OF AGENCIES 

The United States Fidelity & Guar- 
anty Company has appointed W. A. 
Edgar director of its agency and devel- 
opment departments. Mr. Edgar was 
formerly insurance manager of the Gen- 
eral Motors Corporation. 

C. G, Whyte, R. H. Mottu and Thomas 
Bond, the former heads of the above 
departments, will remain as associate 
direetors. Mr. Edgar entered the insur- 
ance business in 1910, after completing 
a course in law at Georgetown Univer- 
sity, when he became manager of the 
liability department of the Travelers in 
Washington. 
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URGES TAXES ON NET INCOME - 


(Continued from page 1) 


Fire companies, too, will benefit greatly, 
although the competitive relationship 
will not be altered because fire insur- 
ance is practically handled in its en- 
tirety by companies licensed to write 
risks in New York State. 

The reports show that for the decade 
from 1911 to 1921 that of a total of 
ninety-one companies thirty of them 
paid in taxes upon gross premiums more 
than 6% of their net profits. Of the 
thirty only eight were purely fire writ- 
ing companies. Seventeen companies 
paid during the same ten years from 
5% to 5.9% of their net profits; twelve 
from 4% to 4.9%, and four companies 
paid 25% or over of net profits in the 
way of taxes. As the percentage of in- 
curred losses to net income was smaller 
during the years preceding the war and 
the gross premiums were likewise 
smaller the inequality of the gross pre- 
miums tax would be still more apparent 
if the survey had been restricted to the 
last five years and had included 1921. 

Extracts From Report 

Following are pertinent extracts from 
this report clearly showing the amend- 
ments which should be made in the 
opinion of the committee: 

“Insurance companies doing business 
in New York state are taxed on their 
gross premiums less certain deductions 
allowed by law. It is desirable to de- 
termine the relative burden of these 
taxes upon the individual insurance 
companies, and upon the insurance com- 
panies as a whole, in comparison with 
other classes of corporations. Securing 
a standard of comparison is not possi- 
ble for certain classes of insurance com- 
panies, notably mutual life insurance 
companies. Difficulties are also encoun- 
tered in connection with companies do- 
ing casualty and accident business. For 
these classes of corporations a figure 
directly comparable to the net income 





of business corporations or public utili- 
ties cannot be secured. For fire and 
fire and marine stock companies it is 
possible, however, to approximate the 
net profits derived from New York busi- 
ness. These figures have been secured 
for the ten-year period 1911-1920, inclu- 
sive, and have been used as a standard 
foradletermining the burden of taxes paid 
on gross premiums during this period. 

“The general procedure in determin- 
ing net profits from New York business 
has been as follows: The net under- 
writing profit for the period in question 
has been determined by _ subtracting 
from the total amount received as net 
premiums from New York business the 
amount of losses paid in New York 
State plus 40% of the net premiums. 
The latter figure represents general un- 
derwriting expenses, the figure of 40% 
being the average relation of such ex- 
penses to net premiums. A correction 
has been made for the lag between 
losses incurred and losses paid. To net 
underwriting profit as thus determined 
an allocated portion of the gain from 
investments has been added, the sum 
heing net profits from business in New 
York State. Inasmuch as taxes have 
been deducted in securing this figure, 
being included in the expense item, they 
are added back. The ratio of taxes to 
the base thus secured is then worked out. 
An exact determination of the net profit 
from New York business is impossible, 
but the above method gives an approxi- 
mation sufficiently close for the pur- 
pose.” 

The committee then presents the re- 
sults secured by these calculations, fig- 
ures applying to domestic companies 
and foreign companies doing business 
in this state. It shows the percentage 
of net profits from New York business 
paid in taxes on gross premiums in New 
York, 1911-1920 inclusive, of thirty-three 


fire and fifty-eight fire-marine com- 
panies. 

Of the fire companies three paid 
slightly under 1%; three paid from 1 to 
1.9%; three from 2 to 2.9%; one from 
3 to 3.9%; five from 4 to 4.9%; ten from 
5 to 5.9%; three from 6 to 6.9%; one 
from 7 to 7.9%; two from 9 to 9.9%, 
and one from 12 to 12.9%. 

Of the fire-marine companies six paid 
from 2 to 2.9%; seven from 3 to 3.9%; 
seven from 4 to 4.9%; seven from 5. to 
5.9%; eight from 6 to 6.9%; three from 
8 to 8.9%, and the balance, ten in num- 
ber, from 10% up. 

“The variation in burden on the gen- 
eral classes of insurance companies con- 
sidered is apparent. When taxe§ are ex- 
pressed in terms of net income the 
percentages vary from less than 1% to 
over 25% for companies operating at a 
profit. The largest single group is 
found within the class paying from 5% 
to 6% of net income in taxes. As rep- 
resenting the average situation that 
company lying midway in the distribu- 
tion (the medium) may be selected. In- 
cluding only the profitable companies, 


. the medium hag a value of 5.85%. For 


fire companies alone the value is 5.1%, 
and for fire and marine companies alone 
it is 5.71%. 

“In securing an average of this type 
(the medium) equal weight is given to 
all companies, large or small. The bur- 
den of taxes upon the group as a whole 
is perhaps better represented by the 
ratio of the aggregate amount paid in 
taxes to the aggregate net profit from 
business in the State of New York. 
These ratios are presented below, all 
companies being included in one com- 
parison and only the profitable com- 
panies in the other. 


Relation of Taxes on Gross Premiums to Net 
Profit from New York Business 
Fire and Fire and Marine Insurance Companies. 
Ratio of aggre- 
gate taxes to 
aggregate net 
profits (ex- 
Number of pressed as a 
companies percentage 





Class of insurance included relation) 
NGS issues waibacwaio ele Belsie iue 33 4.76 
Marine and fire and 

WRaTURE Grksee dese centes 58 5.89 

All companies...... 91 5.75 


Excluding Companies Operating at a Loss 
Ratio of aggre- 
gate taxes to 
aggregate net 
profits (ex- 
Number of pressed as a 
companies percentage 





Class of insurance included relation) 
DE cicdconeseasouses cues 32 4.10 
Marine and fire and 

PIESINE: “ascseuecesennes 50 4.92 

OMAR i dead seeudeses 82 4.84 


“The ratios based upon aggregate fig- 
ures are somewhat greater for com- 
panies doing a marine or fire and marine 
business than for the fire insurance 
companies. This is true when com- 
panies operating at a loss are excluded 
as well as when these companies are 
included, 

“For the entire group of 91 companies 
studied (including 9 companies operat- 
ing at a loss) the taxes on gross pre- 
miums amounted to 5.75% of net profits 
from New York business during the 
decade 1911-1920. For the 82 companies 
reporting an average profit, the ratio of 
these taxes to net profits was 4.84%. 

“The frequency table presented above 
shows that present taxes fall with un- 
equal weight on different insurance com- 
panies, when net profits are used as the 
standard of comparison.” 
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FINANCIAL STATEMENT 


T. J. FALVEY, President 


of the 


December 31, 1921 


Paid Up Cash Capital 


ASSETS 


Inised- States Government BONG... csesssvccceesocdscecscn ones reaciewcsia st $1,447 ,145.00 


U, S. Government Certificates of Indebtedness 
Federal Land Bank Farm Loan Bonds.. 
Philippine Government Public Improvement Bonds 


State and Municipal Bonds 
Railroad Bonds 
Miscellaneous Bonds 
Bank and Other Stock 
Real Estate 
Real Estate Mortgages 





Unpaid Premiums—Subsequent to October 1, 1921...........0.0e00e $975,147.74 


182,650.00 
34,475.00 
26,125.00 


PASSS SCR Se DAP RRCRROUhEneeat een sabswend obs 1,386 531.25 


702,132.50 
578,570.00 
438,775.00 
402,000.00 

22,966.66 


Pree Ob ete Dar 1 AGI is caine cs cosscnccenuss 49,088.62 1,024,236.36 


Cash in office and Banks 


Other Assets 


NE NB ois car cnnad ches 
Deduct Items not admitted by Insurance Departments, viz 
, 1921 
SE Raes dh o0o See at sbeNetnean sent 108,191.14 


Unpaid Premiums—Prior to October 
Other Assets 


ADMITTED ASSETS ociccccsiin dese 


Accrued Interest and Rents......... 


670 464.25 
59,765.27 
163,786.94 


sepaeihdshs tins debineb0en Sibeehenese eked $7 139,623.23 





sovevecesevnvesoue -»$ 49,088.62 


157,279.76 


Listed ap saw NOMEN ped ssues sein eneeseedeese ee $6,982,343.47 


SATISFACTORY SERVICE, 
EXPERT ATTENTION TO YOUR WANTS, 
PROMPT AND PAINSTAKING ACTION 


Both in the Issuance of Bonds and Policies and in Adjustment of Losses 


FIDELITY AND SURETY BONDS 


LIABILITY, PROPERTY DAMAGE, AUTOMOBILE, PERSONAL ACCIDENT, HEALTH, 
BURGLARY, THEFT, HOLD-UP and PLATE GLASS 


INSURANCE 


New York Office 
W. H. CONROY, Vice-Pres. 
140 William St., New York 


Brooklyn Office 
E. T, WARNER, Res. Mgr. 
44 Court St, Brooklyn 


- $1,500,000.00 


Massachusetts Bonding and Insurance Company 


HOME OFFICE, BOSTON, MASSACHUSETTS 
JOHN T. BURNETT, Secretary 


LIABILITIES 

Ppcseiein TROON UG | ign cdeeivciaccrsdackussdicccecencsswesveekseteeeweweduwnsasese $2,564,641.41 
aires GO SAR ks otc iienct caedesv anus ee what eetee eddee ts dear eeeeiaws 1,731,896.20 
Reserve for accrued Taxes, due in W922. 5.300. ss0ccesscvardnccesstnetecs secs es 131,567.49 
Reserve: for COmmregiOnss «cis sc vasssccscssssctcvssessece recctheeceerteunesters 259,225.27 
Beeetve: “Lor ROiMGUANGE sc iesadec ie ce sesdinda sae assckes avedes veneeesveaseanwes 61,886.52 
eed Sak See RB orb bs veoh dncdvsawenicceetinesindacdeeareewiens 28,141.37 
Petal Taapilities, SRcept “Capital ic. ceiias shay eciieeetecwnmeasavonendeceses $4,777 356.26 

PMN tisioe as vj sac cwamune:ccnsincian cena cemcesresaeate cians caseacdenaeee $ 704,987.21 

OREO RPIRE insahspeevinws cian shpewedoaacesiceeess Map ses ctevincnpesces 1,500,000.00 
Surplus to Policyholders, Insurance Department Basis...................- $2,204 987.21 
MAUR ORES: gies ine aiarelie Co eae wives piace Malpas GE Pe aS RA ROAR EROS Daas $6 Ox? 3 13. 17 


JOHN GIBLON, Gen. Agt. 
Firemen’s Bank Building 
Newark, N. J. 
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Hear Griffith’s Movie Defense Talk 


Among insurance men who heard 
D. W. Griffith defend movie picture peo- 
ple in a talk at the New York Ad Club 
last week were Harwood E. Ryan, the 
compensation rating genius, and E, L 
Sullivan, the clever ad manager of the 
Home. 

2 * a 


Beating the Home Office 

The first issue of the ‘Metropolitan 
Messenger” has appeared. This twelve- 
page organ is published by the Metro- 
politan Department of the Globe In- 
demnity Company and is introduced 
to that department’s 150 agents by 
Manager Thomas J. Grahame, who firm- 
ly believes in the efficacy of a home 
organ. Over his signature the ‘“Mes- 
senger” states that its purpose is to 
assist the agents in building up a sub- 
stantial volume of casualty business, 
to keep them informed of new coverage, 
to notify them of changes in present 
forms and rates together with the rea- 
sons for such action, to discuss ways 
and means of improving the service 
from the viewpoint of the agent, the 
department, and the insured, to help 
the agents become the best informed, 
most efficient and largest producers of 
casualty insurance in their territories, 
and to improve the esprit-de-corps of 
the entire Globe Indemnity family. This 
first issue is interesting, newsy and 
educational. N. W. Troutman is the 
moving spirit behind the “Messenger.” 

* * * 


Griffith Welcomed On Coast 

Warren Griffith, who resigned as vice- 
president of the Continental Casualty 
Company in order to return to Cali- 
fornia because of the health of Mrs. 
Griffith, received a warm welcome from 
his many friends on the coast. Mr. 
Griffith is making his headquarters at 
Los Angeles for the present. Before 
joining the home office staff of the Con- 
tinental Casualty, Mr. Griffith was vice- 
president and accident manager for the 
Pacific Surety, and when that company 
was re-insured by the Fidelity & Deposit 
Company he joined the Fidelity & De- 
posit as manager of its Pacific Coast 
accident division, having supervision 
over eight states. When the Fidelity & 
Deposit retired from the casualty busi- 
ness, Mr. Griffith became superinten- 
dent of agents for the Continental Cas- 
ualty Company. Mr. Griffith expects to 
make an announcement concerning his 
future business connection shortly. 

* og cs 


Movie Star Insured by Aetna and is 
Grateful 

Everyone knows Miss Louise Fazen- 
da, the always amusing film star of 
the Mack Sennett and other comedies. 

Miss Fazenda, following a brief re- 
tirement from the screen, visited Hart- 
ford via a vaudeville performance at 
the Capitol Theatre. During the pres- 
entation of her act she voluntarily paid 
a high tribute to the Aetna whom, she 
stated, was a dear, dear friend to her. 


Miss Fazenda ddvised all her auditors ~ 


to place their insurance with the Aetna. 

It is interesting to know how this 
all came about. Ever since Miss Fa- 
zenda has been in the movies she has 
carried all her insurance with that com- 
pany. But not until she was being 
filmed in “The Rural Cinderella” did 
she fully appreciate what the word 
“Aetna-ized” meant. A wire from which 
she was suspended in this picture 
whirled so fast it threw her to the 
ground with considerable force. The 
Aetna took her to the hospital and 
there carefully protected her interests. 








“While I was hurt,” she said, “I didn’t 
mind—because I was Aetna-ized!” 

In another picture she had to pass 
between an automobile and a motor- 
cycle. She woke up with a Harley- 
Davidson “in her lap.” Again the Aetna 
paid the claim. 

* . 


Notice About Tarbell 

In a note to agents about Thomas 
F. Tarbell, formerly actuary of the 
Connecticut Insurance Department, the 
Aetna Life says: 

The Home Ofiice staff of the Casualty 
Department has been strengthened 
with the addition of Thomas F. Tarbell, 
formerly actuary in the State Insurance 
Department. Mr. Tarbell, prior to that 
appointment was in the Actuarial De- 
partment of the Mutual Life Insurance 
Company of New York, and is a gradu- 
ate of Williams College. 

* * + 


Led in Hollerith Cards 

The Hollerith department of the 
Aetna Life and Affiliated Companies 
led Hartford in the use of Hollerith 
punching cards. Over twelve million 
were used in 1921. This is a gain of 
over three million over the year previ- 
ous. 

28 #) 


From Australia 
The new Canndian manager of the 
North American Accident, Mr. Cope: 
land, came from Australia. 





TALK ABOUT “SIDE-LINES” 
Broker Lost Big Premium; Prospect 
Did Not Know of Payroll 
Coverage 
After a manufacturer had lost sev- 
eral thousand dollars as a result of a 
payroll hold-up, a broker, who num- 
bered this manufacturer among. his 
clients, told him that he could have 
procured insurance to protect him 
against loss by hold-ups. The manu- 
facturer naturally asked why the brok- 
er had not mentioned that form of 
coverage before. This article, from the 
Metropolitan Messenger, the organ of 
the metropolitan department of the 
Globe Indemnity Company, explains the 

incident fully: 

Several days ago a broker came into 
our burglary department requesting in- 
formation relative to payroll hold-up 
insurance, stating he had been placed 
in a very embarrassing position due to 
the fact a client of his had suffered 
a loss by having his bookkeeper held 
up and robbed of the weekly payroll 
while conveying same from the bank 
to his place of business, and although 
this client had been on his books for 
several years he had never thought to 
mention hold-up insurance, 

Immediately after his client suffered 
the loss he informed him he could have 
procured insurance to protect his pay- 
roll against loss by hold-up; it was 
then that his ciient inquired why he 
had not mentioned such form of insur- 
ance, being fully aware he was a manu- 
facturer and that his payroll was ex- 
posed weekly to the hazard of hold-up. 
The broker stated he did not have a 
reasonable excuse to offer, he had just 
overlooked it as he had not considered 
it necessary to mention the different 
kinds of insurance which he needed 
and could secure for a reasonable sum, 
but on account of this experience he 
had sold his client payroll hold-up, resi- 
dence burglary, theft and larceny in- 
cluding personal hold-up, and_ safe 
burglary insurance. 
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Service Contracts =| 
Quality Sepetinite MORE THAN 


$28,500,000.00 


has been paid to Continental! poli- 
cyholders or their beneficiaries as 
indemnities for loss of business 
time by accident, or for accidental 
loss of sight, limb or life, or for 
loss of business time by sickness. 


In every city of the Union and 
in Canada we are protecting many 
thousands of business and profes- 
sional men. Continental Accident 
& Health Policies SELL and stay 


sold—Good openings for the right be 
man. 


Continental Casualty Company 


H. G. B. Alexander, Pres. 
General Offices: Chicago, U. S. A. 
Canadian Head Office: Toronto, Canada 
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Here’s a “good rule” for success— 


Run over your list of clients and ‘‘ take their measure’’—jot down the 


lines you know each ovgh¢ to carry—then check off those you’ve written. 


Yow ll be surprised how your clients “‘size up’’ under this test. 

The banker who is represented on your books by perhapsa single policy 
you will find an equally good prospect for at least Awenty different Lines. 

‘Vhe physician or dentist to whom you sold a fire policy actually needs 
fifteen other forms of protection. 

The manufacturer, for the proper safeguarding of himself, his family 
and his business, requires over thirty different kinds of policies. 

Here lies the rich opportunity of the agent who represents in his local- 
ity the AZtna Afhliated Companies. Without other connections he can 
alone satisfy every one of these insurance needs of his clients! 

In the Aitna multiple lines, including Life, Casualty, Fire and Marine 
Insurance and Fidelity and Surety Bonds he is able to furnish practi- 
cally every form of insurance protection—all of the same sterling quality 
and backed by the same absolute financial security. 

There are still some attractive agency openings in the Aitna organiza- 
tion for men of ability and character. ‘There may be an opportunity to 
represent the Aitna Companies in your locality. It will pay you to inquire. 


/ETNA LIFE INSURANCE COMPANY 


(Accident and Liability Department) 


/ETNA CASUALTY AND SURETY COMPANY 


AUTOMOBILE INSURANCE COMPANY 


OF HARTFORD, CONN. 


The Largest Multiple Line Insurance Organization in the World 


























